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Getting Together 

Codperation has been thrown at us, wriiten at us, and al- 
most thrust down our throats, until the mere word nearly 
sickens us, and yet we do not by any means hear nor see it 
often enough. 

In reality codperation is tantamount to the title of the 
electragist’s organization. The National Association of 
Electrical Contractors and Dealers ethically has the same 
significance as codperation, and every member of the asso- 
ciation could and should keep the idea constantly before 
him, having in mind that an increase in membership will 
work for a permanent betterment of each individual’s busi- 
ness. 

The natural slow growth should not satisfy a man who 
has considered its desirability enough to join it himself. 
Having seen its advantages, he ought to have an earnest 
desire to put some of his own effort into making it develop 
more rapidly. What better manner of codperation can a 
merchant offer a competitor, than by urging him to join 
the association which has proven to be of such distinct ad- 
vantage to men in the business of electragy throughout the 
United States and Canada. 

Coéperation can only widen its influence by an increase 
in the number of those active in the practice of perfecting its 
application. 

Industrial success is largely dependant on the get together 
plan. Standardization is the keynote of development. 
Knowledge of facts as they are, and a result of the intel- 
ligent study of possibilities as they are foreseen, are two 
of the many benefits the National Association affords. 

Numerically the greater we become, logically does the 
expansive power increase, and of course with a greater 
retroactive gain. 

Let every member get out and bring in at lease one new 
member ! 

Sell the other fellow what has been sold to you! 


Merchandising Possibilities 
No automobile manufacturer has ever decried the Ford 


In the old days the 


car as a detriment to his own business. 






little cheap box camera was responsible for selling as many 
expensive kodaks as was the Eastman sales force. 

The making of motor cars and cameras are two industries 
—new yet old—which have come to stay and the well 
known bromidic remark that “Competition is the life of 
trade” has no terror for them. 

The newest and greatest industry of them all has come to 
stay also, and its greatest growth is still before it. That 
the electrical field is broadest in its scope of usefulness and 
opportunity, is an easy statement to make and an unrefutable 
one. Also it has nothing to fear from competition. Its 
selling field is quite limitless. There is room and to spare 
for great success in all its branches. 

Electrical household labor saving devices have become 
household essentials, they are no longer experimental toys 
or luxuries. Power machinery in factories, and current hor. 
Take electricity 
away, and transportation—as we know it today—would be 
almost at a standstill. 


light and heat are positive necessities. 


How easy it ought to be for the salesman with the sell- 
ing instinct, or for one almost without it, to sell everybody 
the thing he knows—and the customer knows—he cannot do 
without. 

There was a time when everybody used candles for light- 
ing, and one supposes that then it did not seem possible 
that some means soon would be found which would super- 
ceed such a highly satisfactory method of illumination. 


Today there are upwards of 15,000,000 homes, which 
though not now lighted by candles, still are not yet wired 
for electricity. Every one of these houses eventually will 
have, besides a lighting equipment, some device for the 
saving of labor and time. Somebody has got to sell them 
and the sale of one appliance seems automatically to sell 
another. 

Figure on the market, then figure on the number of man- 
ufacturers, then figure on the percentage of direct competi- 
tion against the possible number of sales, and it ought to 
satisfy you that the electrical contractor-dealer has today 
the greatest chance to procure quickly, the greatest pros- 


perity of any merchandiser in the country. 













Using Inferior Material 

For considerable time past there have been rumblings of 
discontent, and more recently from very reliable sources of 
information, as shown in another column of this issue, it 
is learned that the sounds heard by what may be called the 
firing line, have become so ominous that the time seems ripe 
for the maturing of plans whereby we may throw off the 
attack of what up to recently has been an unrecognized 
enemy. 

The most insidious enemy a nation or industry can have 
is the insincere ally, or the fellow business man who out- 
wardly pulls with but inwardly fights against his coworker. 
The man who wants only to make a present monetary profit 
but who knows that by supplying an inferior grade of goods 
he will jeopardize the future business, is one that every 
right minded electragist ought to want to see driven out of 
the trade. 

The business of electragy today should be on a fair way to 
the quickest kind of prosperity, if it is operated on an hon- 
est basis. Building in all its branches, with war restric- 
tions off, is leaping ahead. The housing problem alone 
shows a limitless vista wherein development can be stayed 
only by a possible lack of capital. Capital, however, is sure 
to be at hand for both large and small business operations 
when the integrity of the promoters is unquestioned. 

But these fighters under safe cover who have cared only 
for temporary success-—these almost traitors to a righteous 
cause and members of a legitimate—what may be termed— 
profession, have made their handiwork so apparent that 
capital, labor, and consumer are all equally afraid to have 
dealings with such a questionable element. 

By this is meant the electrical contractor-dealer who, 
especially on contract building of suburban homes, sup- 
plies the most inferior kind of wiring and all other installa- 
tion material. 

The architect undoubtedly may demand a cheap class of 
work in order to maintain his low scale of expenditure, but 
the honest electragist should, for the betterment of its own 
business and of his trade, insist that the satisfied user is 
the best getter of prospects. 

The man who buys his house on the installment plan 
spends all the time he is not getting his payments together 
telling the other fellow what a wonderful proposition he 
has. He is always anxious to have his best friend come out 
and buy the next place. He glosses over all the defects of 
construction which are not self-evident. If his roof leaks 
or his window frames shrink he can lay it to unseasoned 
lumber and the severe weather. 

But what can he offer as an excuse if his electric wiring 
has been bungled, if the outlets are inadequate, if the sockets 
are so thin and weak that the screwing in and out of lamps 
and screw plugs will twist them off? 

What does the ordinary householder know about wiring? 
He is satisfied to know that his house is supplied with elec- 
tricity, but does he know that he cannot use the pretty elec- 
tric range represented in so much of the printed matter re- 
ceived by his wife since his name went on the buyers’ list, 
because his wires will not carry sufficient current? 

What does he know of electrical construction? The 
architect knows but he does not care—he is building cheaply. 


ELECTRICAL CONTRACTOR-DEALER 








Vol. 20, No. 12 





The electrical contractor wants immediate business but un. 
satisfactory work will kill his future orders. 

The modern electragist should talk this over with himself, 
and then endeavor to talk the architect and builder into a 
higher class of specifications. Work for the betterment of 
your pocketbook—the industry, and the public! 


Genuine Public Service 
From trains going in and out of many of our great and 
smaller cities one reads in large blazing letters—Public 
Service. 
The mind jumps immediately to traction, light and power, 
Where 


would our comfort be today without that force? Those of 


All of these in modern times means electricity. 


us who use the greatest amount of electric power and other 
mediums of that element, find in life the greatest satisfaction, 

The public as a whole does not know what public service 
offers. How many daily users of electric power know what 
central stations should mean to them? How many central 
stations, aside from those in large cities, know or practice 
the giving of real public service? 

Take the small towns in any state where the service sta- 
tion thinks it has lived up to its name when it gets juice 
through to the consumer at a meter or flat rate with just 
a decent amount of regularity and on overhead wires. Wind, 
rain and ice storms always furnish ample excuses for non- 
service and they simply tell users that they will do the best 
they can when one has occasion to make complaints. 

If the smaller power companies want to let it go at that, 
why do not electragists make out of this short sightedness 
a genuine public service of their own? While there should 
be electrical contractor-dealers in every community where 
there is electric service, often there is none, and in an in- 
finite number of these small towns the public service fails in 
some of its functions in not providing a legitimate sales de- 
partment for electrical household devices. It even fails to 
solicit additional business. It drifts on somnolently in the 
belief that the public has been rendered service, when in 
reality it has merely offered a possibility to the consumer 
and to the electragist. 

This possibility is an opportunity, and no wide awake 
electrical contractor-dealer should overlook an opportunity. 
He should look to his neighboring towns and villages. If 
the community does not warrant the establishment of a 
branch of his business with a salesman who could easily be 
a competent electragician, he should at least send out an 
agent to canvass such virgin territory. 

Go out and get new business where Public Service is con- 
tent to confine its operations to merely supplying power. In 
fair competition any one is privileged to supercede and 
succeed. 


Monthly Chats on the Code 


On another page of this issue, in the Contracting Depart- 
ment, will be found the first installment of a new feature 
by Hubert S. Wynkoop, M. E., in charge of electrical in- 
spection for the city of New York, with whom our readers 
are already acquainted. 

Subscribing to Mr. Wynkoop’s suggestion that the Na- 
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tional Electrical Code touches the electrical contractor 
more closely than it does anyone else in the industry, and 
that therefore he should study it more carefully, understand 
it more fully, and participate more actively in its formula- 
tion, this magazine of electragy has arranged to establish this 
monthly feature, which is called Code Chats. 

In the space devoted to Code Chats each month Mr. Wyn- 
koop will discuss very informally—and quite at random— 
some of the more important problems that pass by daily in 
the head office of a large electrical inspection service. 

We feel compelled to state that we have been able to se- 
cure this rather novel and highly interesting feature only 
under the definite assurance that it will be in no sense a 
counterpart of the old time Question Box now relegated to 
the past; and further, that it positively must not be. con- 
sidered as an attempt at an official interpretation of the 
Code. Mr. Wynkoop has made it plain that he has neither 
the authority nor the desire to undertake such an interpre- 
tation. 

At the same time, this magazine will welcome such com- 
ments as these Code Chats may develop, and will endeavor 
to obtain and print information as to the local methods of 
solving Code problems—which solutions or explanations, 
however, are not intended for use against other inspection 
departments, whose interpretations may be better adapted 
to their own fields. 

It is hoped that those who are regularly engaged in 
electrical installation activities will appreciate the unusual 
value of these articles and will follow them closely from 
month to month. 


The Home Electric 


The home electric idea seems to have originated out 
where the great West ends, and people of the Pacific Coast 
are as familiar with the term now as they are with elec- 
tricity itself. 

Since the California Codperative Campaign installed its 
first home electric, the idea has been spreading, and 
throughout the entire country there have sprung up many 
of these seeming magical places of abode. Most of them 
were erected by those private citizens that are quick to 
grasp advanced ideas; but in cities where there are well or- 
ganized bodies of electrical men, the plan has been promoted 
by their associated efforts. 

In every instance where modern homes of this character 
have heen erected, the far seeing electragist has evinced a 
keen interest. His practical knowledge has gone a long 
way toward perfecting the home electric movement. It is 
his desire to see the idea continue to popularize itself, so 
that the public may be brought to realize the many com- 
forts and conveniences that are offered by electricity. 

The National Association of Electrical Contractors and 
Dealers has recently issued a pamphlet which sets forth the 
merits of the home electric. It is beautifully printed on 
tinted plate paper in sepia ink, and its eight pages are en- 
tirely devoted to the home electric idea. 

This pamphlet contains carefully drawn plans of the first 
and second floors of a modern home properly wired for 
electric conveniences; also plans of the cellar and garage, 
electrically equipped. As the aim is to present a moderate 
priced home, care has been used in keeping the electric in- 
stallation down to a moderate limit. 
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Inasmuch as other pages of this new pamphlet contain 
complete lists of electric appliances, devices, and appurten- 
ances, it is thought that those prospects who use it may 
easily induce themselves to increase the number of outlets, 
should they desire added comforts and conveniences. 

It is the intention of the National Association to supply 
these new pamphlets to the membership at a nominal ex- 
pense, the name and address of the contractor-dealer being 
imprinted on the first page. Enquiry in regard to this 
should be made to National Headquarters. 

Progressive electragists should lose no time in obtaining a 
supply of these home electric pamphlets and distributing 
them to prospects in their neighborhood. Help to spread 
the home electric idea! 


Constructive Organizations 

If a trade association is not organized for the purpose 
of helping all those who join it, then it is better that it 
should not exist. If it does not in some way advance the 
interests of its membership, it should not be supported by 
the industry to which it belongs. 

During the past few months there has been considerable 
discussion throughout the country anent trade organizations. 
This was brought about through a number of investigations 
carried on in an endeavor to ascertain who was responsible 
for the continued high price of commodities, the universal 
housing shortage, the wage situation, and various other 
questions of public concern. 


The result of this research has in no manner harmed 
those associations which have shown that their objects and 
purposes are constructive and work for the good of their 
members as a whole. But out of the many thousands of 
such trade organizations there is a very small minority 
that tend toward restraint of trade. These have been or are 
being prosecuted by the proper authorities. They will be 
compelled either to mend their ways or give up their 
charters. 

At the height of the discussions relating to trade organiza- 
tions last June, Secretary of Commerce Herbert C. Hoover 
said that “The purposes and actions of the vast majority 
of national associations are a constructive contribution to 
public welfare. Their activity in promotion of better busi- 
ness practices, advancement of technical processes, sim- 
plification of production, standardization of quality, ex- 
tension of foreign trade, commercial arbitration, etc.—all 
make for more efficient industry and business.” 

Mr. Hoover further said that national organizations 
which collect information as to the production, stocks of 
raw and other materials, percentage of industry in active 
operation, and total orders in hand, contribute both to the 
stability and the increasing efficiency of industry and to the 
protection both of the smaller manufacturer and the con- 
sumer, and that his department will codperate and assist 
with all such efforts. 

The National Association of Electrical Contractors and 
Dealers should take great pride in knowing that its objects 
and purposes are constructive; that its aim is to promote 
better business practices; to simplify production and to 
standardize quality—whereby it helps to contribute stability 
‘and efficiency to the electrical industry. Its membership is 
proud to belong to such a constructive organization. 
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Principles of Success for the Electragist 


By Laurence W. Davis 


Vol. 20, No. 12 


Resume of the Talk Given By Special Representative at the Elec- 
trical Co-operative League Meeting in Denver, Held August 31, 1921 


For the purpose of illustrating his 
talk to Denver electrical interests, Laur- 
ence W. Davis, special representative of 
the National Association, used a series 
of charts, the first of which was cap- 
tioned “Fundamentals of a Successful 
Business Man.” 

1. Definite Purpose: 

To make money; 
To serve well. 

2. Character: 
Aggressiveness ; 
Intensity ; 
Cheerfulness ; 
Open mind; 
Initiative. 

3. Codperation: 

Seeking the best from others; 

Giving the best to others; 

Support your national and local or- 
ganization; 

Read your trade journal. 

4. Service: 

An obligation owed to oneself, to the 
industry, and to the public. 


Location of Business 


The location of the contractor-dealer’s 
business is an important factor and 
should not be measured entirely from 
the standpoint of rent. Traffic, the op- 
portunity to draw trade from the pass- 
ing crowd, the nature of surrounding 
buildings and business, and the appear- 
ance of the store front are of greater im- 
portance than the amount of rent. 


Rent 

Economy in the amount of rent paid 
may prove an asset or a liability, based 
upon the results obtained in the loca- 
tion selected. To secure a store in a 
cheap location which does not obtain 
local trade may make that store a liabil- 
ity; on the other hand, rental of many 
times that lower amount may prove a 
great asset if it is balanced by drawing 
features which give the store a merchan- 
dising turnover of sufficiently greater 
amount. Do not measure your rent in 
dollars and cents, but rather as a per- 
centage of the gross business done by 
your store. The average rent of the con- 
tractor-dealers for 1920 was less than 
two percent of the overhead. 

Intensive use of: 


Windows; 
Store arrangement; 
Salesmanship. 


These factors determine the success of 
your location rather than the amount of 
rent. 


Organization 


Executive (Management) ; 

Accounting ; 

Financial relations; 

Stock; 

Selling ; 

Service ; 

Advertising and Display. 
Executive Management 


Regardless of the size of a business 
the prime requisite for success lies in the 
complete control and knowledge of de- 
tails of the business by the executive 
head. As the business grows to fair pro- 
portions it is essential that the executive 
have available at all times such informa- 
tion as will give him this complete 
knowledge without carrying the burden 
of the details in his head. This requires 
therefore what may be properly con- 
sidered the most vital organ in organiza- 
tion, accounting. 


Accounting 
Should provide knowledge of: 
Purchases ; 
Amount and Class of goods on hand; 
Cost; 
Overhead ; 
Turnover. 


Sales, Amount and Source; 

Contracting Department; 

Store Sales; 

Fixtures ; 

Repairs ; 

Motors, etc. 

Financial 
Confidence of one’s creditors, jobbers 

and banks is essential for the establish- 
ment and maintenance of credit. No 
other one thing can safeguard the credit 
of a business so thoroughly as to be able 
to present at the end of each month a 
statement showing that the executive 
manager has a complete knowledge and 
understanding of his business, even 
though the statement is not as strong as 
one might like. Credit is based upon 
confidence far more than upon financial 
rating. 


Overhead 


No other item affecting one’s business 
is so important as the absolute knowl- 
edge of the overhead cost of operating 
that business. No profit can be made 
upon any sale either over the counter 
or in construction work until the cost of 
making that sale, including its propor- 
tion of all the business expense, has 
been included in the selling price. 


The following figures were taken 
from the result of a questionnaire sub- 
mitted by the National Association of 
Electrical Contractors and Dealers to 
its 2,300 members throughout the coun. 
try and represents an average, based on 
sales billed, which can be safely figured 
by any contracting firms. With a strictly 


-retail merchandising store this overhead 


amounts to considerably more, averag- 
ing about 30 per cent. 


Average Overhead Percentages 





Percent. 
Non*Productive Labor ........... 4.23 
Sgt Rp eR ae ie BS B= 8.48 
MOS. Qaleiccs discs tect. bub ecuene 1.51 
Light, Heat and Power........... 34 
Postage, Tel. and Tel............. 43 
PEE oeveivacvcccesduuceed 1.01 
INN idiot inca lock ere crteerwattoce 65 
Stationery and Printing........... 41 
Incoming Freight and Express.... .58 
Delivery Expense ...............- 88 
ET SCORN tere 62 
Te Os uk onan ca aherebhes 43 
Bad Debts and Allowances ...... 72 
Agecctntion THUGS. cases cncesenses 13 
ee rere 68 
SE iicra chs marine bans ae ae .56 
RE ee 1.97 

OE Shine a astdedtesnnnasned 23.63% 


Knowledge of one’s overhead in itself, 
however, is not sufficient. Probably no 
other one thing is more responsible for 
failures among electrical contractors 
than lack of knowledge of how to use 
overhéad percentage and to apply it 
upon the selling price of contract work. 
It must be always remembered that this 
percentage of overhead is the relation 
of the cost of operating business to the 
gross business done and therefore must 
be applied upon the selling price, and 
not upon the cost of a given piece of 
work. This may be compared to the 
discount off from the list price of mer- 
chandise. For example, if the list price 
of a washing machine was $142.00 and 
the discount was 30 percent, such a dis- 
count would amount to $42.60, making 
the cost to the dealer practically an even 
$100.00. In order, therefore, to return 
the selling price of the article to its 
listed figure we cannot add 30 percent 
but rather 42 percent to the cost price of 
$100.00. 

The great mistake of the average con- 
tractor has been that after ascertaining 
his overhead percentage he has added it 
to the actual cost of a piece of work and 
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then added to that whatever profit he 
has felt like obtaining upon the job. 
As a matter of fact, in most cases this 
process, instead of showing him a net 
profit upon his work, has left him with 
nothing, or at best very little net result 
to show for his efforts, and we find all 
over the country contractors who have 
struggled for years and made little or 
no headway in developing themselves. 
The following table shows the proper 
percentages which must be added to the 
cost price of any job to show respective 
profits of from five to twenty per- 
cent with an overhead of either twenty 
percent or twenty-three percent. (At- 
tention is called to the importance of 
studying carefully the bulletins and 
tables provided by the National Associa- 
tion of Electrical Contractors and 
Dealers covering this subject, as well as 
the many other invaluable helps which 
members of that organization may see 
by studying and using the National As- 
sociation’s Data and Sales Book and the 
many bulletins which they issue. On 
page 1039 of the Data and Sales Book 
is a more complete chart showing the 
proper percentage to add to work ap- 
plying to all percentages of overhead 
besides the two here shown. It is urged 
that every electragist who is not now a 
member of the National Association 
should at once become a member and 
avail themselves of this information: 


How to Use Overhead 





If Overhead is 20% or 23%: 
Profit Add Add 
desired 

5 % 33% % 40 % 
7%4% 38 % 44 % 
10 % 43 % 50 % 
12%% 48 % 55 % 
15 % 54 % 61 % 
174% 60 % 68% % 
20 % 66% % 75 % 
Example : 

Overment:.......<.......4g% 

Promt wanted <........< 10% 

ee 4 eee $100.00 

PE SN iiic vb dine 50.00 

Selling price ........ $150.00 

Proof: 
Selling price ...... $150. 
Overhead % .... .23 
450 
300 
Overhead ...... $34.50 
Selling price ....$150. 
Less Overhead .. 34.50 
115.50 
iy eer 100. 
150 ) 15.50 ( 10%% profit 
> 
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Stock 
Choice of Merchandise: Careful con- 
sideration should be given to the qual- 
ity of material or merchandise selected, 
that it be of the highest quality and 
when possible nationally advertised 
products backed by the reputation of 
thoroughly reliable concerns, and that it 
meets the needs of the class of trade 
catered to in that particular neighbor- 
hood. 
Buying 
Two elements should be carefully 
considered in purchasing stock: 


1. Quantities: Great care should be 
taken that the quantity purchased should 
be based upon the ability to dispose of same 
within a limited period, without being 
tempted to overpurchase for the sake of a 
seeming advantage in additional discounts. 

2. Turnover: The advantage of a thirty 
day turnover will offset even the additional 
discounts for quantities, when such quan- 
tity purchases require several months to 
make a complete turnover. 


Buy of local jobbers. By so doing it 
is possible to keep one’s stock constantly 
filled and one’s turnover close to thirty 
days, and through the fact that less capi- 
tal is required one has a greater surety 
of meeting all bills promptly and secur- 
ing cash discounts. 

Watch your stock. Prevent deprecia- 
tion, waste, leakage and dead stock. 


Selling 


Competent Sales People: Successful 
merchandising cannot be accomplished 
except through proper contact from the 
salesman or saleswoman who meets the 
customer. When the retail store is oper- 
ated by a contractor engrossed in his 
contracting problems it is essential that 
the merchandising end of his business 
be handled by a competent assistant. 
Three adjectives may best describe such 
a sales person: 

Aggressive ; 
Attentive ; 
Attractive. 
Budget your sales plan: 


Seasonable Sales; 
Special Sales. 


Do not attempt to conduct your mer- 
chandising without a definite plan of 
action. Plan in advance each month, 
each week and each day what particular 
line or merchandise you are determined 
to push at that time. Stock allowed to 
remain dormant on the shelves _ will 
never sell itself profitably. 

Outside Selling: (Heavy Appliances). 

House Canvassing. 
Store Selling: (Smaller Appliances) . 
Window displays; 


Store display ; 
Suggestions. 
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By suggestion is meant ‘one of the 
most valuable points in merchandising, 
the calling attention of customers who 
are in your store to other lines of goods 
than that which they came into buy. 


Advertising and Display 

Codperative Advertising: 

Creative ; 
Educational. 

Codperative advertising has a distinc- 
tive mission in itself, which cannot be 
accomplished through individual adver- 
tising. It is designed to create new 
business and new fields for selling 
through education of the public to 
higher standards in the use of electricity, 
and better understanding of the advan- 
tages to be derived from using electri- 
cal appliances. 

Individual Advertising: 

Newspapers ; 
Letters and Inserts; 
Store Arrangement ; 
Window Displays. 
Attention, Interest, Desire, Action. 

These four elements must be present 
in any window display to make it have 
a drawing power that will produce sales. 
The window must attract the attention 
of passersby, through movement, light 
or color; must interest them either 
through its attractiveness or its novelty; 
must make them desire to possess some 
article which they see in the windows; 
and, finally, if the window display be 
worth anything in dollars and cents it 
must induce them to’ enter the store 
where a sale can be made. 


Advertise Systematically 
Budget your advertising: 


Recommended for retail business of all 
kinds: 
3% to 5% of gross business. 
Minimum recommended for electragists : 
2% of gross business annually, divided 
as follows: 


Annually— 
Coéperative Advertising .......... %%[% 
Individual Advertising : 
Newspapers,. 
Mailing list, 


nah See eaned 1%% 


Window displays, 
Posters and trim 

The annual advertising plan should be 
divided into seasonable campaigns and 
the total fund budgeted to fit this plan. 
A $50,000 business should spend at 
least $1,000 in advertising annually, 
which may be divided into $250 for co- 
operative advertising and $750 for indi- 
vidual advertising. Window displays 
and store trim are included in_indi- 
vidual advertising, and should have 
money and thought devoted ‘to them. 
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Conduit Sizes and Wires 
By Husert S. Wynkoop, M. E. 


In Charge of Electrical Inspection, City of 
New York, Presents New Chart 

No. 28-i of the National Electical 

Code gives some tables showing the re- 

lation between conduit sizes and the 

numbers of wires that may be contained 

















< wire Sizes 


therein, and concludes with the follow- 
ing note: 

For groups or combinations not included 
in the above tables, consult the inspection 
department having jurisdiction. For such 
groups or combinations, it is recommended 
that the conduit be of such size, that the 


4” 


<— Conduit s13es —> 





wire sizes~> 
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sum of the areas of the several conductors 
will not be more than 40 percent of the 
area of the conduit. 


To determine whether or not this re- 
commendation is being complied with 
is quite a nuisance; and, if the ccn- 
tractor leaves the decision to the in- 
spection department, as suggested, the 
latter falls heir to the trouble. For 
this is what happens: 
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Consult a table giving overall dia- 
meters of rubber covered wires, solid 
and single braided for No. 8 and small- 
er, stranded and double braided for No. 


6 and larger. (The area of the con- 
ductor plus its insulation is what is re- 
quired.) Then calculate the area. Do 
this for each size. Multiply each area 
by the number of wires of that size. 
Then add the areas together and divide 
the total by 4. Compare this quotient 
with the areas of the conduit sizes. 
Probably there is no table of conduit 
areas handy, and the areas must be cal- 
culated. 

This somewhat laborious process 
may be shortened, fortunately, because 
in the great majority of cases only two 
sizes of wire are involved, and not more 
than four wires of one size. Nearly 
always the problem is to place in a con- 
duit a 4-wire, 2-phase line and a 3-wire, 
l-phase lighting line; or a 3-wire, 
2-phase lighting line with a larger com- 
mon wire; or a 3-wire direct current 
combined lighting and power line with 
a small neutral. 

This being the case, it has been com- 
paritively easy to construct a chart 
which will give the desired information 
instantly and which can at the same 
time be worked backward, so to speak; 
for, instead of determining the size of 
pipe required for a given combination 
of wires, the various combinations 
which are permitted in a given size of 
pipe may be quickly ascertained. 

To use the accompanying chart, then: 
At either side of the chart follow up 
the vertical representing one wire size 
until it is intersected by the’ diagonal 
representing the number of wires of 
that size. Note the point of intersec- 
tion. Repeat this procedure at the 
other side of the chart for the other 
wire size and number of wires. Join 
the two points by a straight-edge, and 
note where it crosses the middle verti- 
cal. The position of this point relative 
to the points permanently marked on 
the middle vertical shows the true rela- 
tion of the total area of the two groups 
of wires to 40 per cent. of the conduit 
area. 

For example, the line connecting four 
No. 6 and three No. 12 crosses the 
middle vertical slightly above the point 
marked 114 inches. To be safe, there- 
fore, a 2 inch conduit should be em- 
ployed; although in this case it might 
be worth while to ask the inspection 
department for permission to use the 
11% inch size, since the 40 percent area 
will not be seriously exceeded. 
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Now, rotate the straight-edge about 
one of the fixed points on the middle 
vertical,—say the one marked 2 inch. 
Any combination found below the 
straight-edge may be placed in this size 
of conduit; as, for example, two No. 
3 and one No. 1, or three No. 1 and one 
No. 4, or two No. 00 and two No. 4, 
etc. 

The chart can of course be extended 
to include more than four wires of 
one size and to include the 5 inch con- 
duit; but it becomes complex and un- 
wieldly: It is believed that the present 
form is ample to care for the usual 
needs of contractors and inspectors. 


Jot Down Your Ideas 


By H. R. TotTEeNn 


Gather Your Thoughts and Clarify Them 
for Future Use 


Do you file away for future use the 
ideas which flash across your mind- 
screen during odd moments of the day? 
If such is not your practice, it is time 
for you to get the habit, and make it a 
part of your daily system. 

While going the rounds some morn- 
ing, a vague idea may pop into your 
head -as to-how you might materially 
increase the efficiency of a given depart- 
ment by making certain changes in the 
present system. You give the plan a 
moment’s thought but decide that cur- 
rent condtions are against attempting 
a change, and you cast the idea aside. 
This is a grave mistake. Some day 
there will develop conditions better 
suited to the trying out of that idea. 

Ideas are money. Ideas are success. 
They should be filed away until the day 
when they will be able to demonstrate 
their worth. The mistake most of us 
make is in letting ourselves become so 
beset with the necessity of immediate 
returns that we cannot vision the future. 
The result is that we throw away 
precious ideas, just because we cannot 
see their proper worth at once. 

Here is an idea-collecting method 
which may interest you: Always carry 
a small pad of paper with you, and no 
matter where you are when an idea 
comes to you, jot it down. You will be 
surprised at the number of valuable 
ideas it is possible to collect in this 
way. 

The next course is to make use of 
some idle period during the day, pre- 
ferably the after-lunch spell, when you 
may be in the habit of enjoying a smoke 
before settling down to the tasks of the 
afternoon. Bring forth the pad and 
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dictate the ideas gathered to a steno- 
grapher. Have her type each one upon 
a separate sheet of paper, making car- 
bons. File the carbon copies in the 
office, and take the originals home, put: 
ting them away in a file for the pur- 
pose. 

But do not let your deep mining for 
ideas end here. Make it a part of your 
business system to go over the home 
file one evening each week, adding to 
this and that one the result of later 
thought—in the course of time you will 
find that you have developed plans 
which are ready for execution. Then 
too, as a result of this idea-collecting 
system, you will cease to find yourself 
taken by surprise when called upon for 
a few remarks at an association meet- 
ing, for example. You will always be 
prepared to say something worth hear- 
ing However, this particular method 
for the gathering of ideas may not ap- 
peal to you. But the method doesn’t 
matter. It is the ideas you put away 
for future use that count. 


Electricity at Pageant of 
Progress 


By W. B. Stopparp 


Wide Interest Created By Novel Displays 


The Pageant of Progress, held at the 
Municipal Pier, Chicago, for two weeks 
last August, was one of the most not- 
able examples of the rapid progress 
made in the last twenty years in 
developing electrical household con- 
veniences. The two long, glass en- 
closed piers jutting out into Lake Michi- 
gan were divided into booths which, if 
placed side by side, would stretch for 
a distance of three miles, and here were 
the exhibits of merchants and manu- 
facturers of every description. 

The Commonwealth Edison Co., 
featured the efficiency of electric house- 
hold utilities, a large card bearing the 
slogan “Wash clothes and dishes, clean 
house, iron and sew electrically. An 
electric servant in your home will never 
fail you.” One of their booths that had 
constantly around it a crowd of eager 
women was given over to the demon- 
stration of an electric egg beater. An- 
other booth had a miniature city 
equipped with electric lights and wired 
for all sorts of household conveniences. 
A. card advised: “Mr. and Mrs. Chi- 
cago use more electric energy than the 
people of any other city in the world.” 
Another card suggested: “This is an 
electric city on a small scale—Chicago 
is an electric city on a large scale.” 
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One of the best means of demonstrat- 
ing the progress in lighting in the past 
few years was through the use of two 
small rooms, one fitted up with electric 
bulbs in vogue so short a time as five 
years ago, and the other with the most 
improved lights of 1921. They aroused 
much interest in their washing ma- 
electric ironers and vacuum 
cleaners by offering free to the public 
one of each of these appliances. Every 
person attending the Pageant could se- 
cure a ticket, on which to write his 
name and address. These tickets were 
all placed in a large box, and at the 
conclusion of each day, three slips were 
drawn, the lucky three having a chance 
to win these valuable prizes. At the 
conclusion of the Pageant the names of 
the winners of the first prize each day 
were placed in a box and one name 
drawn—that person being awarded the 
electric washer. A similar plan was 
pursued with the ironer and vacuum 
cleaner. Announcement was made that 
when the winning party lived out of 
town the prize would be forwarded .to 
him. 

The Louis Stauber Co. featured elec- 
tric washing machines, and advertised 
them by giving out tickets offering 
chances on a machine to be given free 
at the conclusion of the pageant. The 
attention of the younger element was 
attracted by the showing of a toy wash 
tub, board, wringer, basket and clothes 
rack, with a doll engaged in washing— 
the whole outfit being sold for a nomi- 
nal sum. A card beside it suggested: 
“Don’t be a slave to the wash tub— 
Use an electric washer.” Vacuum 
cleaners were also displayed. 


The Stover Co. displayed a Frigidaire 


chines, 
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refrigerator filled with perishable eat- 
ables, and on the table the internal 
parts of the iceless ice box were shown. 
A demonstrator explained the process 
of refrigeration. 

Among the firms featuring electric 
washers (most of whom had capable 
demonstrators in attendance) were the 
Home Utilities Co., showing the Kynax 
washer; the Little Giant Washing Ma- 
chine Co., showing a small washing ma- 
chine so compact that it can be kept 
beneath the table or in a small cabinet 
when not in use; The Albaugh-Dover 
Co., featuring the Butterfly washer, 
showing the machine on a dias of royal 
purple silk, with a black background 
thickly studded with gay ‘butterflies; the 
Easy Electric Shop featured, both wash- 
ing machines and vacuum cleaners, 
with pictures of same in use. The 
Hurley Machine Co., showed washer 
and ironer, both in operation. 

Other displays were as follows: Jew- 
ell Electric Co., washers; C. E. Sund- 
berg Co., washer and dishwasher in 
operation; Superior Washing Machine 
Co., washer in operation; Eden Appli- 
ance Co., washer and ironer in opera- 
tion; Delight Utilities Co., washer and 
ironer; ABC Sales Co., washer and 
ironer; Judd Co., washer and ironer; 
and Clements Mfg. Co., featuring elec- 
tric cleaners and washing machines. 

The Premium Service Co. featured va- 
cuum cleaners, and gave away tickets 
giving visitors a chance on three clean- 
ers which were to be given free at the 
close of the exhibit. On three days of 
the week extensive demonstrations of 
the electric cleaners were given. 

A most interesting and informative 
exhibit was arranged by the General 
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Electric Co., showing lamps from 300 
B. C. to the present, commencing with 
the crude pottery lamp and the virgin 
lamp of the ancients, up through the 
candle, whale oil lamps, coal oil lamps, 
carbon lamp, up to the white mazda, 
Some novel uses of electricity were also 
shown, such as the electric typewriter, 
and electric milking machine. 

The Hot Point People had a booth 
decorated in blue and grey, appropri- 
ately showing the little “red devils” that 
is their trade mark. Palms and ferns 
were used as decorations. An object of 
much interest was the first electric range 
and one of the modern nickel and por- 
celain ranges—the latter shown in 
operation. 

The American Ironing Machine Co. 
showed several different sized ironers 
in operation. A couple of cartoons that 
struck home with force were labelled 
“Fifty Years Young” and “Thirty Years 
Old,” showing housewives of these ages 
—the difference being caused by the use 
of the old and the new type of irons. 
Sketches were also shown of the labor 
condition forty, thirty, twenty and ten 
years ago, and the labor saving devices 
that have come into use during the 
different periods. 

The Chicago Electric Sign Co. ex- 
hibited a monster sign, with letters six 
feet high, which is to hang in front of 
a new music hall in the city. They also 
showed in operation one of the remote 
control switchboards for stage use. 
Small bulbs for the illumination of 
signs of all kinds were arranged on 
tables, some being inserted in the signs 
themselves. 

Other exhibitions were: The Edison 
Storage Battery Co., bumping machine 
designed by Edison to test the quality 
of cells in storage batteries. The Mer- 
cury Mfg. Co., electrically operated 
tractor. The Ross-Carrier Co., Benton 
Harbor, Mich., electric truck. The Ni- 
chols-Lintern Co., Cleveland, O., elec- 
tric sander used on overhead traveling 
cranes. The Electric Storage Battery 
Co., batteries. The Lionel Corporation, 
electric toy train outfits. The Walker 
Vehicle Co., electric truck. 


The Chicago Electric Railways had a 
very large map showing all the lines 
of the city, and also the new lines built 
each year, with pictures showing how 
the entering of the electric lines im- 
proved the value of all the adjacent 
property. Their slogan was “Thirteen 
years without a fatal accident.” The 
Chicago Surface Lines maintained a 
booth “Where to go and how to get 
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there.” -In their booth was a great bale 
showing the bulk of transfers issued 
each day. 

The Western Electric Co. showed, 
among other things, the making of a 
switchboard signal block. On a series 
of stands and cases they showed every 
bit of material that goes into the mak- 
ing of a telephone receiver, and demon- 
strated the complete process of con- 
struction. _ 

The lighting of the great piers at 
night was one-of the main features of 
the Pageant, the buildings being out- 
lined in lights, while five great search- 
lights were played upon the waters of 
the lake. 


Better Materials Urged 


Prominent Manufacturer-Jobber So Rec- 
ommends and Gives Correspondent’s 
Views 


A communication has just been re- 
ceived from E. W. Rockafellow; general 
supply sales: manager of the Western 
Electric Company, in which he com- 
ments on the cheap electrical material 
on the market at the present time and 
urges that electragists put forth every 
effort to insist upon the use of higher 
grade materials so that better work can 
be done. He encloses a letter from one 
of his correspondents in the West which 
aptly describes the situation and in part 
is as follows: 


If this industry hopes to live and 
prosper and if the use of electricity is 
going to gain in popularity, very much 
better jobs will have to be done and a 
better class of materials used than in 
the past. This is particularly true in 
the case of residences that are built by 
contractors and promoters where the 
cheapest thing they can put in is ap- 
parently what they are looking for. 
The electrical contractor who permits 
the builder to beat him down on his 
price without stiffening up his back and 
talking the quality of his schedule 
material and other things, is only dig- 
ging his own grave, for sooner or later 
the public is going to demand a differ- 
ent deal. 

I was visiting in a home close to this 
city a few nights ago. This house is 
only two years old, and I was asked to 
tell them what was the matter with the 
lamp in the kitchen. It was a weak, 
cheap socket and the key refused to stay 
in place and the only way you could 
keep the lamp lighted was to stand there 
and hold it in such a way that the con- 
tacts would make. In three of the push- 
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button switches throughout the house 
you would have to stand and play with 
the button and get it to stay in just a 
certain position before the lamps would 
stay lighted, and in one case the switch 
would not stay locked at all. The light 
would stay on as long as you kept your 
finger on it, but when you took your 
finger off, the lights would go out—just 
like a nonlocking key. A few weeks 
ago I was in a house where the lady of 
the house had actually twisted the in- 
side shell out of a baseboard receptacle 
while she was screwing the plug of a 
portable lamp into it, and of course this 
ruined the device and it had to be re- 
placed. 

This is a fine lot of stuff to be put in 
by a high grade electrical contractor 
who gets up before conventions and 
orates on the electrical idea, the Good- 
win Plan, and other high brow ideas 
about the development of .the electrical 
industry and give their clients this kind 
of a job! Then they expect them to 
stay sold on the advantages of electrical 
service! 

It is going to be a discouraging job 
to start this thing, for it has got to be 
carried’ on nationally. But it is a sales 
job. And that is what we are here for. 


Getting New Customers 
Central Stations Show How Cleveland 
Electragists Increase Business 


The Leaguer, published by the Cleve- 
land Electrical League, gives. the fol- 
lowing information in their issue of 
September 5: 

Every month that goes by there are 
an average of 1,500 more homes in 
Cleveland wired for electric current. 
Figuring this down to even more com- 
prehensible figures, there are about fifty 
homes per day wired in the Fifth City. 

Which means that there are just that 
many more potential electrical cus- 
tomers added per diem, that if you are 
a wiring contractor you can figure upon 
rising in the morning that there are 
fifty new possible house wiring jobs 
today, that if you are a fixture dealer 
you can dope it out when shutting off 
the alarm that fifty new prospects for 
fixtures will loom up in the-vity on that 
day or that if you are an appliance 
dealer that there will be just that many 
new possible buyers of all manner of 
electrical devices. 

This figure does not include any form 
of industrial wiring, or of wiring of any 
type outside of residences. 

Now then—if there really is this 
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much electrical work ‘in Cleveland per 
day, and the books of the central sta- 
tion show positively that there is, why 
worry? 

As a matter of fact there is potential 
basiness over-the entire city for the elec- 
trical industry and it- but remains for 
every electrical man to skip out after it. 
Figures of this variety don’t lie. 

Here is the comparison of the num- 
ber of electric consumers added in the 
various Qhio cities between January 1 
and July 1 of this year: 


Cleveland, 9,693. Lorain, 799. 
Cincinnati, 5,658. Steubenville, 676. 
Toledo, 2,358. Warren, 896. 
Columbus, 2,605. Newark, 929. 
Dayton, 2,413. Alliance, 363. 
Youngstown, 2,753. East Liverpool, 279. 
Cambridge, 1,060. Massillon, 365. 
Akron, 850. Mansfield, 256. 
Canton, 599. Fremont, 73. 


Middletown, 292. 

These figures, issued by the Ohio 
Committee on Public Utility informa- 
tion, are authoritative and very .accur- 
ate. In a bulletin containing the figures 
is a statement which should bring a 
smile to every electrical dealer and 
contractor. It follows: 

“The use of electric current: as a 
household convenience, time, money and 
labor-saver, is spreading so rapidly in 
the state that figures showing this 
growth are amazing. In Cleveland 
alone there are being added more than 
two new customers of electric current 
each hour of every day.” 


Record Transmission Volt- 
age 
Million Volts Successfully Generated at 
Pittsfield, Mass. 


Successful generation of electric 
power at more than one million volts 
at commercial frequencies has just been 
accomplished at the High Voltage Engi- 
neering Laboratory of the Pittsfield, 
Mass., works of the General Electric 
Company. During the course of the ex- 
periments, just completed, much valu- 
able data was gathered indicating the 
feasibility of considerably higher trans- 
mission voltages. 

Physical laws applying to high vollt- 
age phenomena were found to hold 
good at these enormous potentials. In 
the course of the experiments the gap 
spacings for sphere and needle spark 
gaps were carefully checked up and 
prolongation of existing curves—-750,- 
000 volts and below—were found cor- 
rect up to 1,000,000 volts. 

Arc over tests were also made on 
strings of standard ten inch suspension 
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insulators up to 1,100,000 volts. The 
laws of corona were checked at similar 
potentials and found to hold. A short 
transmission line was tested for corona 
conditions and results indicated that a 
line using four inch diameter conductors 
or larger would be necessary at 1,000,- 
000 volts. 

The successful conclusion of the tests 
is the result of more than thirty years 
of constant experimentation during 
which time transmission voltages have 
arisen steadily from the first 15,000 volt 
line built in Pittsfield in 1891 to the 
present record breaking voltage of 220,- 
000 volts, equipment for which was re- 
cently shipped from Pittsfield and is 
now being installed on the Pacific 
Coast. 


Motion Picture Titles Pro- 
mote Sales 


The use of catchy motion picture titles, 
simultaneously with the showing of the 
play, proves to be one of the best meth- 
ods of attracting attention to window 
displays, according to officials of the 
Hatfield Electric Company of Indiana- 
polis. The company has tried out the 
project, not once but several times, to 
prove its success. The photograph here 
shown pictures how the window display 
was used to boost the business on elec- 
tric washing machines. When the win- 
dow was put in, a show “What Every 
Woman Knows” was playing at one of 
the motion picture houses. The officials 
of the electric company merely cashed 
in on the large volume of advertising 
done by the motion picture house, with, 
of course, permission of the head of the 
theater and a mention of the play in 
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the window display. The motion pic- 
ture house even provided the set for the 
window. For a week prior to the open- 
ing of the show, it was advertised ex- 
tensively. Everybody got so they re- 
cognized the title at a glance. When the 
electrical store window was installed, 
the very fact that the title was displayed 
in such a place instead of at the front 
of the theater, caused attention. The 
title in this case, as in many similar 
cases, fits in well with show cards. For 
example, at the left of the picture is 
a legend “Every woman knows that 
wash day is the most dreaded day of 
the week.” As proof that such a window 
draws not only attention but cash sales, 
the company was able to see a notice: 
able increase in sales during the week 
and as a result of inquiries, was able to 
secure a fine list of prospects. 


Denver’s First Home Electric 
By S. W. Bishop 
Begun in September, Electric League Plans 
for Exhibition of Building by Thanks- 
giving 

Denver’s first electrical home is a 
reality. Through the efforts of the Elec- 
trical Codperative League in that city, a 
desirable boulevard building site was 
secured and construction of the house 
started early in September. It is planned 
to have the house completed and fur- 
nished so as to be ready for exhibition 
about Thanksgiving time. 

Putting over the electrical home in 
Denver was not so easy as in some 
other cities, according to reports. Be- 
cause of there being little subdivision or 
special addition development, no satis- 
factory opportunities to tie in with real 
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estate or building firms developed. 
Rather than be dependent on outside 
agencies, the League organized its own 
company and incorporated for $25,000 


all capital stock. The cash necessary to - 
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THE SERVANTLESS House 
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Greatly Reduced Reproduction from Archi- 
tect’s Drawing of Denver’s Electrical Home 


finance immediate development was 
subscribed by members of the League at 
the rate of ten dollars a share. 

Firms handling all types of building 
material seemed to think so well of the 
proposition that arrangements were 
made by the building committee to issue 
stock in payment for the material, the 
stock to be converted into cash when 
the house is sold. Already numerous 
inquiries are being made, according to 
the committee, by people who are in- 
terested as prospective purchasers of 
the home. 

The incorporators of The Electrical 
Home Building Company, as it is called, 
are W. J. Barker, general manager of 
the Denver Gas and Electric Light Com- 
pany; H. D. Randall, district manager 
of the General Electric Company; and 
L. M. Cargo, manager of the Westing- 
house Company in Denver. They serve 
as president and vice-presidents, respec- 
tively, in the order of the names.. S. W, 
Bishop, executive manager of the 
League, was elected secretary and treas- 
urer of the corporation. 

The directors of the company appoint- 
ed a building committee which will 
closely supervise the construction and 
equipping of the home. T. O. Kennedy, 
general superintendent of the Denver 
central station and chairman of the 
League advisory committee heads the 
building committee. He is assisted by 
E. C. Headrick, a prominent electragist 
and head of the Contractor-Dealers’ As- 
sociation; and A. C. Cornell, manager 
of the Intermountain territory for the 
Western Electric Company. 

They secured the services of E. P. 
Varian, a prominent Denver architect, 
who had made a careful study of the 
electrical homes in California with the 
result that a full two story house of 
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semi-Spanish architecture, with over a 
hundred outlets, will be planned. 

There will be seven rooms in the 
house which will have as an wnusual 
feature a variegated colored roof of tile 


and a tinted stucco wall surface. Mr. 
Varian, the architect, and his son, who 
was for a number of years a student in 
the Ecole des Beaux Arts in Paris, are 
thoroughly acquainted with Spanish 
architecture as modified by the mission 
influence in this country. The front 
elevation of the house shows the artistry 
used in designing the dooryard and win- 
dow balconies. Terra cotta will be 
used as the base of the exterior orna- 
mentation. 

Those who have inspected the site re- 
port the location an admirable one. It 
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is situated about two and one half miles 
from the business district on the Seventh 
Avenue Parkway, which is one of the 
main connecting links in Denver's 
boulevard system. That section of the 
city has mainly new homes of a quality 
in keeping with the Electrical Home. 
The codperative advertising cam- 
paign which will be carried on by the 
electrical industry will tie in with the 
advertising of the home as much as pos- 
sible. The actual demonstration of 
equipment and appliances will, it is be- 
lieved, then relate itself to the advertis- 
ing message of “Make this an Electrical 
Christmas” which will be prominently 
emphasized throughout the campaign. 
Recommendations of the League in 
Cleveland, in California, and in Salt 
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Lake City have been applied by the Den- 
ver live wires in putting over the Elec- 
trical Home. According to S. W. 
Bishop, the League manager, other 
homes will be started in different parts 
of Denver just as soon as the present 
home is ready to be exhibited. 

The electrical interests in Colorado 
Springs, Colorado, are closely follow- 
ing the developments in Denver and it 
is expected that an electrical home will 
be built in that city when the experi- 
ence and assistance of the League in 
Denver can be given to the project. 
With the League extending its activity 
over the entire state next year, plans are 
also being made for electrical homes 
in other cities of the state. 


Study Your Own Store for Ideas 


By Dr. Norris A. Brisco 


Director of New York University Training School for Teachers of Retail Sell- 
ing; Formerly Director of School of Commerce of Iowa State University, Etc. 


In New York there is an organization 
the purpose of which is to aid a select 
number of retailers to apply the best 
and most up to date merchandising 
methods to their establishments. The 
organization is supported by a small 
number of retailers conducting business 
in various parts of the country. So 
valuable is the work of the organization 
that the merchants are willing to con- 
tribute each more than $25,000 annually 
for its upkeep. 

The organization employs a number 
of capable research men, each a special- 
ist in a certain phase of merchandising. 
The experts go to the stores of the mem- 
bers of the organization, and when they 
note that a particular merchant is mak- 
ing successful use of a merchandising 
idea, as for instance, a new way of in- 
creasing sales in a department, an ef- 
ficient delivery system at lower cost, or 
an effective advertising campaign, they 
secure all the necessary information and 
tell the other merchants how the trick 
can be worked in their own stores. 

At times a committee consisting of a 
number of merchants supporting the or- 
ganization will visit the store of one of 
the members to study the operation of a 
successful department so that they can 
make profitable use of the idea. 

And for that service each merchant is 
willing to pay more than $25,000 a 
year. 

This organization serves about twenty 





stores. At no time do the experts have 
to go outside of the members’ store for 
information. 


Ideas All Around You 


No matter how small and unpreten- 
tious your own establishment may be, 
if you are constantly alive to new ideas 
and always ready to apply the best 
methods, you can find enough merchan- 
dising information in your own estab- 
lishment without going elsewhere. 

Many a merchant has traveled thous- 
ands of miles to find new ideas only to 
find the treasure waiting to be picked 
up on the doorstep of his own domain. 

I am reminded of the experience of 
a certain New York retailer. His store 
was located in a well populated section 
of the city. The merchant thought if he 
could only find the right kind of win- 
dow display his sales would increase 
considerably. For days he studied the 
windows of the best stores in the city, 
particularly those in his own neighbor- 
hood, in an attempt to find the some- 
thing that held out the greatest attrac- 
tion to the pedestrians. 

One night he stationed himself in 
front of his store—it was after business 
hours—and he counted the number of 
people who passed his window every 
hour. He then took a count of the num- 
ber of people who actually stopped to 
gaze at the window display. The per- 
centage was discouragingly small. 





The following day he changed his 
display. Again he stationed himself in 
front of his store, counting machine in 
hand. This time the display seemed to 
have more effect. A larger percentage 
of pedestrians stopped to gaze at it. 
Still the merchant was not satisfied. He 
changed the window display. And again 
he counted the number of pedestrians 
who stopped to regard the display. 
When he got through with his opera- 
tions the percentage of people that in- 
terested themselves in the display had 
increased a hundred percent since the 
first count. 

This man now has one of the most 
effective displays in the neighborhood. 
He knows that it is effective. For the 
result is a substantial increase in sales. 


Experience of Others 


I know of the experience of another 
enterprising retailer. His business 
reached a stage where he thought he 
ought to begin to advertise in the daily 
newspaper. It was his first introduction 
to advertising, and naturally he was 
very much at sea as to the best adver- 
tising medium. One day a _ happy 
thought occurred to him. 

“T’ll let my customers decide for me,” 
he said to himself. 

He went to work and prepared a 
clever circular announcing to his cus- 
tomers thatxhe was prepared to adver- 
tise in the newspapers, and since he be- 
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lieved in trusting to the good judgment 
of his customers and friends, would 
they be kind enough to suggest the best 
medium for his contemplated advertis- 
ing campaign. 

He offered a number of prizes for 
the best suggestions. 

The merchant received a large num- 
ber of letters. A large proportion made 
valuable suggestions. The replies were 
tabulated and it was found that seventy- 
five percent agreed on a certain morn- 
ing newspaper as the best medium. He 
adopted the majority suggestion and his 
advertising campaign has proven a re- 
markable success. 

Not long ago a large chain store or- 
ganization decided to make a number of 
improvements in its selling system. They 
hired a capable young woman, one of 
my students in merchandising and sell- 
ing at New York University, and gave 
her instructions to visit all of the stores 
belonging to the chain and note the most 
effective selling ideas introduced in each 
store. ; 

The young woman went her rounds, 
and it is surprising the amount of valu- 
able merchandising information she 
picked up. She digested her data and 
reported her conclusions to the home 
office. The best ideas were considered 
by the officials of the organization and 
recommended for general application in 
all of the stores. If an idea had found 
profitable use in one of the stores, there 
is reason to believe that it could be put 
to good use in other stores, except 
where the conditions were totally differ- 
ent. Instead of going to other people’s 
stores, the chain stores found plenty of 
good ideas in their own realm. 

Of course, I do not want to convey the 
impression that the merchant should 
isolate himself from the experiences of 
other merchants, that he should deliber- 
ately pass up profitable ideas just be- 
cause some one else is using them. 


Getting Information 


The merchant should be on the look- 
out, so to speak, for any ideas that will 
help increase his sales and _ business 
prestige. But at no time should he 
neglect his own sphere in his search for 
ideas. If a particular article finds a 
ready sale, he should try to find the 
reason. Perhaps the information will 
help boost the sales of other articles of 
merchandise. If a certain arrangement 
of goods proves effective let him analyze 
the reason for this effectiveness. Per- 


haps he can apply the idea with still 
better results in the future. 
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Throughout the country you will find 
enterprising merchants, merchants in 
large cities and merchants along coun- 
try cross roads, burning the midnight 
oil, studying data of investigations of 
retailing problems, particularly of 
problems that affect their business. 
They are learning something new every 
day. 


Regulate Your Nerves 


Someone has said that the most valu- 
able system is a good nervous system. 
A well regulated nervous system gives 
poise, power and the ability to think 
before speaking. Many a man of great 
intellectuality has been kept down from 
no other reason than because his poor 
nervous system would throw him off 
guard at any moment, while many a 


‘common plodder has risen to honor and 
position because his‘sound nervous sys © 


tem permitted him always to hold his 
reply in abeyance until he had reached 
the correct conclusion and was prepared 
to talk sense. 


Your Red Cross Membership 


“The cost of membership in the Red 
Cross is only a small amount” says the 
Press, of Coeur d’Alene, Idaho, in an 
editorial on the Pueblo flood, “but in a 
case like this it is much more effective 
than telegrams of condolence.” 

This is an expression of the common 
opinion in districts where disasters have 
taken place. These people have seen 
the Red Cross at work; they know from 
the evidence of their own eyes the value 
of having such a highly. organized re- 
lief agency always in readiness. And 
they are the people who, this fall, are 
going to support the Red Cross in its 
Fifth Annual Roll Call of members. 

There are, however, a great many 
people who know very little of what 
the Red Cross has been doing since the 
war. There are, roughly, a hundred 
million people in the United States— 
only six million of whom joined the 
Red Cross last year. It is safe to say 
that had any of these ninety-four mil- 
lion non-members gone through the 
Pueblo flood they would be members 
now. But living comfortably and 
peacefully in their own homes now, they 
do not realize that a dollar paid in to 
the Red Cross as membership dues is 
insurance for them against starvation, 
exposures or disease in case disaster 
visits their own town. 

Therefore, during the two weeks set 
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for the Roll Call—November 11th to 
24th—see that, so far as you are con- 
cerned, the Red Cross does not lack for 
support. Pay your dollar and sign 
your name as a pledge of your belief 
in the Red Cross work. 


Edison’s Activities 
In a flying trip that took him through 
Brooklyn, Manhattan, and the Bronx, 
A. _ Edison 


features of the electrical development 


Thomas inspected many 


in those places one day last month. He 


was the guest of the officials of the vari- 
ous electric light and power companies 
which now serve Greater New York. 
Mr. Edison’s first stop was in the 
financial district where he visited the 
offices of N. F. Brady, president, and 
Thgmas E. Murray,. vice-president of 
The NewYork Edison Company. From 
Wall Street the party went to the fac- 
tory of The Metropolitan Engineering 
Company in Brooklyn to study the 


_ manufacture of protective devices used 


by the power companies. 

After luncheon at the Crescent Club 
they left for the Bronx where the new 
Hell Gate Power station of the United 
Electric Light and Power Company is 
being built. Mr. Edison made a thor- 
ough inspection of the huge build- 
ing and was particularly interested in 
the progress of the concrete work, the 
plans for the intake tunnels, and the 
arrangements for the big steam turbines 
and the generators. 

There was a certain amount of senti- 
mental interest in the inventor’s visit 
to the power plant for it was just forty 
years ago that he was engaged in the 
construction of his own plant at 257 
Pearl Street, New York City. This 
plant began operation in the following 
year and marked the beginning of New 
York’s present electrical system. 

From the Bronx the electrical party 
returned to Manhattan and stopped at 
the Irving Place office of The Edison 
Company where an electrical ventilation 
show was in progress. After being 
thoroughly cooled off by the twelve foot 
electric fan and invigorated by the in- 
halation of electrically washed air, Mr. 
Edison called it a day and returned to 
Orange. 


George W. Thomas, president of The 
R. Thomas & Sons Company, East Liver- 
pool, Ohio, passed away on August 7. 
He was one of the founders of the com- 
pany, and was in his seventieth year. 
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(Generators and Generator Connections 
—Continued ) 


Where conditions are favorable it is 
generally most economical to install 
generator leads for generators of small 
sizes in or below the floor using rubber 
or cambric insulated with braid cover- 
ing and installed in fibre or iron pipe 
conduits. Lead covering is of course re- 
quired where there is any probability 
of water getting into the conduits. This 
is true where conduits are laid below 
the water proofing of the lowest floor 
in a building. However if arrange- 
ments can be made to have the water- 
proofing carried down under the con- 
duits then there is no need for the lead 
covering. Fibre conduits are not per- 
mitted by the National Electric Code 
except under the lowest floor of the 
building. Iron pipe conduits may be 
installed either in the floor or exposed 
in a pipe space below the engine room 
floor where one is provided. 

For larger generators, say 300 kw 
units or over, bus bars may prove more 
economical on account of the size and 
number of cable conductors which 
would be required. Where space con- 
ditions are limited bus bars will often 
be found desirable. Bus bars may be 
installed in trenches or in a pipe space 
below engine room floor. If in a pipe 
space some protection is usually re- 
quired. If appearances are not import- 
ant several of the varieties of expanded 


metal used for fire proof plaster par- 
titions may be used. 

In laying out generator leads in or 
under a floor the leads may often be 
shortened by running through a founda- 


tion instead of running around. It is 
usually possible to arrange for a tun- 
nel or trench to be left through founda- 
tions when they are being built. 


It is sometimes not possible and may 
not be desirable to install generator con- 
nections in .or below the floor. For in- 
stance where the engine room floor is 
on rock, in order to install conduits in 
the floor it would probably be neces- 
sary to cut a trench in rock which would 
be expensive. Where such a condition 
exists generator leads may be installed 
across the engine room ceiling, either 
as bus bars or in conduits. Where leads 
are installed overhead care must be tak- 
en not to interfere with crane beams. 
Under certain conditions it may be de- 
sirable to install generator connections 
as exposed cables on racks either in 
trenches or in a pipe gallery or on the 
ceiling of the engine room. On small 
size leads and where no protection from 
injury is required this may be found 
economical but if a grill or other pro- 
tection is necessary this will probably 
cost more than conduits. In large size 
leads bus bars are usually cheaper than 
cables. 

Where generator leads are instailed 
in conduits laid in the engine room fioor 
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Method of Installing Connection to Furniture Fixtures 





some study should be given to the ter- 
mination of leads at the switchboard as 
well as at the generators. Conduits are 
usually larger in size and where an el- 
bow is turned up out of the floor the 
top of the elbow may be some distance 
above the floor level. It is usual in de- 
signing a switchboard to install large 
switches near the bottom of the board 
but where conduits turn up from the 
floor lugs, to which leads are to be con- 
nected should be located so that con- 
nections may be properly made. 

Where it is dificult to arrange bus 
bars in this manner use may be made of 
trough pull box at the floor, and the 
conduits run into this box horizontally 
and extensions to switch terminals made 
through top or side of box. This is not 
to be recommended where avoidable 
due to possibility of box and conduit 
filling with water. 


Miscellaneous Items 


One of the many items which are pos- 
sible sources of trouble on a job is the 
electric range, particularly in a private 
residence. Architects often indicate an 
outlet for an electric range and then 
let the matter drop. 

In the first place arrangements must 
be made with the lighting company. 
Service leads must be designed accord- 
ingly and often separate leads are in- 
stalled. The lighting company’s rates 
should be studied. Sometimes it is eco- 
nomical to install a range on the power 
service if there is other power required 
in the building or there may be a 
special form of contract for an electric 
range. The service to which the range 
is to be connected may affect the volt- 
age for which the range should be or- 
dered. It often happens that service 
leads have to be increased in size after 
a building is completed. When leads 
are underground this may be very ex- 
pensive. Transformers are sometimes 


installed on a pole with low tension 
leads carried underground to the house, 
the meter being in the house. In such 
a case the lighting company will prob- 
ably have some rule as to the allowable 
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drop in the cable. When a large range 
is to be installed this point shduld be 
checked up. 

The contractor should get in touch 
with the manufacturer of the range also 
in order that the outlet may be located 
at the most convention points as the elec- 
trical contractor is usually called on to 
connect the range. Also the voltage for 
which the range is ordered should be 
checked up as if the range is furnished 
for too low a voltage and gets too hot 
or not hot enough the electrical con- 
tractor will be the first man to be 
blamed. It is more satisfactory to have 
it right than to prove an alibi. On get- 
ting in touch with the manufacturer the 
contractor may also discover that the 
owner has placed an order for a larger 
range than originally contemplated 
without realizing that the wiring may 
have to be increased in size. 

Another item which is often over- 
looked until a job is completed is to 
provide for relamping fixtures in a very 
large room. In a room say 35 feet or 
more in height outlets are often indi- 
cated just as in any other room. The 
fixture contractor builds a scaffold and 
installs and lamps the fixture and every- 
thing is all right until the lamps com- 
mence to burn out. Sometimes the 
lamps are so located that if the room 
is not too high a long relamping pole 
may be used but it is quite a trick to 
start the thread of a lamp base into a 
socket on the end of a thirty foot flexible 
pole. A portable scaffolding might be 
used if there were any place to store the 
scaffold when not in use but there usu- 
ally is not such a place. Holes may be 
cut in the ceiling and a man hauled up 
or lowered down in a chair but this is 
often difficult to arrange for after a 
building is completed. 

If there is sufficient space above the 
ceiling a removable panel may be pro- 
vided and the fixture may be re- 
lamped through the ceiling opening 
with a lamping pole of ordinary length. 
If arranged for in advance winches may 
be provided to lower the fixtures so that 
relamping may be done from the floor 
below. Steel cable should be used and 
the fixture hanger should be so ar- 
ranged that after the fixture is drawn 
up into place a pin may be inserted 
between the fixture and hanger so that 
the fixture will not permanently hang 
from the cable. The connections to the 
fixture may be made by terminating 
each circuit in the fixture in a short 
piece of flexible cord with a plug with 
corresponding receptacles permanently 
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located close to the fixture. The plugs 
may be pulled out before the fixture is 
lowered and inserted again after the 
fixture is drawn back into place. The 
type of winch operated by a worm en- 
gaging teeth cut around the flange of 
the drum are probably better for this 
service than the spin gear type with a 
pawl, as the worm type are self locking 
at all times and there is no possibility 
of a fixture dropping unless the tackle 
should break. 

There are probably other ways of 
taking care of this item but the main 
point is that outlets should not be in- 
stalled in a high room without study 
as to the relamping problem. 

The electrical contractor is often 
called upon to furnish and install elec- 
tric signs. With small signs this is 
rather a simple proposition except that 
local ordinances or other regulations as 
to signs outside of a building should be 
carefully checked up. Special care 
should be taken even with a small sign 
overhanging a sidewalk as if at some 
later date such a sign should loosen or 
be blown down on a passer-by the con- 
tractor might become involved in a 
serious law suit. 

It is to be assumed that the sign 
proper or with a very large roof size, the 
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individual letters will be purchased 
from a regular sign manufacturer. 
Sometimes money can be saved by buy- 
ing the supporting framework separate- 
ly from a light iron construction com- 
pany. However if this is done the 
frame should be designed or the design 
checked by a competent engineer. The 
wind pressure on a large sign in an ex- 
posed location may be considerable. 

It is probably needless to say that all 
connections to an out of door sign 
should be waterproof. The wiring of 
the sign or in the individual letters of 
a large sign may be terminated by the 
manufacturer in an outlet box exposed 
on the back of the sign. If this is not 
done an outlet box may be attached to 
the back of the sign over the point at 
which the wires lead out. The feed to 
the sign may be terminated in this out- 
let, or in the case of individual letters 
the letters may be connected together 
by conduits. These outlets may be 
made water tight with gaskets and con- 
duits may enter from below but as an 
extra precaution the box after connec- 
tions are made may be filled with 
ozite or some similar compound. 

It is often desirable to control a roof 
sign from the engine room or from a 
hotel office. The current taken by a 
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sign is usually small and it is uneco- 
nomical to install a separate feeder 
from the engine room to the roof. In 
such a case a remote control switch may 
be used with the control wiring installed 
to a push button at any desired loca- 
tion. 

A very effective roof sign may be 
made by cutting the letters out of heavy 
gauge steel, painting a light color and 
lighting indirectly by concealed flood 
lights located at convenient points. For 
many locations such a sign will be 
found to be better looking and can be 
read much more clearly at night than 
the usual type with exposed lamps in 
the letters. 

The design of the letters in a sign is 
very important and should always be 
passed on by somebody familiar with 
signs. An architect’s design may some- 
times look very well on paper but may 
be very difficult to read at any distance. 


In many large banks and similar in- 
stitutions it is still quite common to find 
lighting of clerks’ desks taken care of 
by individual lights, usually attached 
to the desks. Where there are a number 
of clerks at a desk there will therefore 
be a number of fixtures attached to the 
desk. These can be treated individually 
with flexible cords from each to a re- 
ceptacle in the wall or floor but it makes 
a much better job to install wiring be- 
tween fixtures in the furniture. An out- 
let box may be installed on the under 
side of the desk directly below each 
fixture with a piece of conduit extend- 
ing up from back of box to the location 
of fixture and terminated in a bushing. 
These outlets may then be connected to- 
gether by conduits. A bushing may be 
installed in the cover of one outlet near- 
est to the wall or floor receptacle from 
which the fixtures are to be supplied 
with a piece of reinforced cord installed 
from outlet under desk to receptacle. 
If arrangements can be made with the 
contractor supplying the fixtures to 
leave the fixture wires long enough then 
these wires can be led down the conduit 
at fixture location and spliced to main 
circuit in the outlet box below. Even 
where there is but one fixture on a desk, 
where appearance is important, it is 
desirable to install wires down from 
base of fixture to an outlet box below 
the desk. This is especially true in 
cases of a roll top desk or where there 


are a number of desks close together. 


In wiring furniture care must be taken 
not to install conduits so as to inter- 
fere with drawers, or locking bars for 


drawers, or rolls on roll top desks, dis- - 


appearing tables in typewriter desks, 
etc. 

It is also common to find reflectors 
to light desks or counters behind count- 
er screens in banks, etc. The electrical 
contractor will often save trouble by 
getting in touch with the contractor sup- 
plying such reflectors so that when re- 
flectors are delivered the wiring in the 
reflectors will correspond with the wir- 
ing on the job. Another point which 
it is usually well to check up with any 


fixtures but particularly with the re- 


flector type is the number of lamps. It 
may be found that while circuits are 
not overloaded as to wattage there may 
be too many lights. 

In the above we have referred to 
“other contractors” furnishing signs, 
fixtures, etc. This, unfortunately, is 
too often true. The electrical contract- 
or should furnish all this equipment 
and by presenting his arguements that 
there are many special features to be 
safeguarded, as noted above, he should 
be abic to make a forceful statement of 
his case. 


CODE CHATS 
By Huserr Wynkoop, M. E. 


Monthly Discussion of National Electrical 
Code Practices by Well Known Author- 
ity in Charge of Electrical Inspection, 
City of New York 
Flexible Conduit or Armored Cable 
in Damp Places 

When the construction leads to a sign 
hung from an outrigger, the connection 
should be made as close to the point of 
support as practicable. Then lead- 
sheathed wires may be employed, be- 
cause the swaying is so slight as not to 
endanger the lead covering. In such 
case the Code can be complied with— 
lead sheath over wires located in con- 
luit in a damp place. But with swing- 
ing signs—not the kind described above 
but those which are hinged and swing 
back against the building—flexibility 
must be provided, and this precludes 
the use of a lead sheath, which split 
up into a string of beads under heavy 
vibration or frequent flexing. So here 
the Code cannot be followed strictly, 
and inspection departments may have 
to accept rubber covered wire without 
the sheath, even though conduit or cable 
is located in a damp place. 


More Than 300 Volts in Wooden 
Raceway 
Now and then someone asks permis- 
sion to place a 3-wire, 220|440 volt 
line in a 3-wire wooden raceway. It is 


argued that the Code permits 220 volts 
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between two wires in a 2-wire raceway, 
and that the separation between wires 
is the same here as between adjacent 
wires in a 3-wire raceway; so that, to be 
consistent, a potential up to 600 volts 
ought to be allowed between the two 
outside wires. It is the unamimous 
opinion of chief inspectors with whom 
I have talked that the presence of po- 
tentials exceeding 300 volts in any one 
raceway introduces an unnecessary 
element of danger and should not be 
permitted. In other words, the Code 
should be interpreted literally, and two 
2-wire raceways used. 


Fusing Small Wires as in Relay or 
Field Coils 

At intervals some inspector rises to 
remark that either the Code is wrong 
or the inspection service is lax, because 
we do not require fuses for the fine wire 
in relay or field coils, as called for in 
the first paragraph of No. 23-e. If he 
is a new inspector, reason patiently 
with him and explain that the Code can- 
not possibly cover accurately or com- 
pletely every conceivable condition; if 
he is an old timer, tell him to quit his 


- sea lawyering. 


Drawing in Wires in Uncompleted 
Buildings 

I am asked why the Code prohibits 
the drawing of wires into conduit be- 
fore the other work on the building has 
been completed, when no such prohibi- 
tion is made or could be applied in the 
case of armored cable. This rule is a 
survival from the days when we had 
neither outlet boxes nor armored cable, 
and was intended to keep the wires 
away until the plastering had been com- 
pleted, in order that the insulation 
might not be smeared with wet lime or 
slashed by the plasterer’s trowel. Now- 
adays outlet boxes are required for both 
conduit and cable, and the wires are 
supposed to be tucked away snugly, out 
of harm’s reach. 


Load on Feeders and Mains 


The determination of the proper ca- 
pacity of feeders and mains is always 
before us. The contractor usually 
wishes the inspection department to ac- 
cept copper having capacity for only 
60 or 75 percent of the connected load; 
while the experience of most of us is 
that the bringing in of unanticipated ap- 
pliances almost always results in a de- 
mand for full load copper. Further- 
more, no lighting company endorses a 
ruling which will result in scant copper, 
and cause excessive drop or otherwise 
hamper the free use of extra appliances. 
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In the case of a large power instal- 
lation, however, where there is a di- 
versity in the motor loads, it may be 
perfectly proper to accept feeders and 
mains having an actual capacity of only 
75 percent of the connected full load. 
In such case the special permission 
should always be accompanied by a 
stipulation against over-fusing. 

A related problem arises when a 
panel board larger than actually re- 
quired is installed. Some inspectors 
hold out for a riser large enough to 
care for the blank circuits as well as 
for those that are actually run; and the 
contractor protests violently, claiming 
that he has wired for only 8 circuits and 
can be held for 48 amperes—not for 
60. 

There seems to be no authority under 
which an inspection department can re- 
quire copper in excess of that needed 
to care for the immediate anticipated 
load. If a contractor chooses to install 
a 60-ampere switch where a 30-ampere 
switch would serve, we do not require 
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him to provide 60-ampere copper; why 
then should we not allow him to use a 
panel larger than he actually needs? 
It seems only reasonable, therefore, to 
advise that in calculating capacity of 
copper, the blanks on the panelboards 
should be ignored. But inspectors 
would like to simplify their work by 
rating each panel board circuit—blank 
or otherwise—at 6 amperes. 

Where an isolated plant is installed, 
it sometimes happens that its capacity 
is considerably less than the total con- 
nected load. Here it would seem 
proper to recognize the load which can 
actually be applied, rather than the con- 
nected load. If, however, the supply 
comes from the mains of a public ser- 
vice corporation, we are obliged to as- 
sume that as much energy can be de- 
livered as may be demanded by the con- 
nected load. 


Use of Modern Switch Boxes 


These are not always set flush with 
the surface of the plaster, and some 
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workmen fasten the switch loosely in 
the box, depending upon the faceplate 
to draw the switch outward and hold it 
in place when the screws are set up. 
Where the switchplate is of sub-stand- 
ard thickness it is apt to be badly de- 
formed through this process. Switch 
boxes with adjustable face frames are 
available today, and should be used. 


Slow Burning Weatherproof Wire 


The Code describes this wire as one 
having two coatings of a total thickness 
equal to that required for rubber jnsula- 
tion, one coating to be weatherproof, 
the other to be fireproof, placed on the 
outside and comprising 6/10 of the to- 
tal thickness. This wire is no longer 
carried in stock, and can be obtained 
only with difficulty on special order. It 
no longer has any field of usefulness, 
as rubber covered wire can be employed 
usually (and covered with flameproof- 
ing at rear of switchboards) in its place, 
and in excessively hot, dry places, slow- 
burning wire is entirely satisfactory. 





by Using Approved Methods Instead of Guess Work 


Methods of course vary with the dif- 
ferent types of construction, but for 
work of similar kind, standard methods 
may be adopted and followed. The 
subject, however, is one which calls for 
easy treatment and on which most con- 
struction men have their own ideas. It 
is therefore suggested that each contrac- 
tor work out certain methods which are 
to he followed by his men so that at least 
he will be protected to the extent that 
they all work according to one method. 

A good practice followed by many 
contractors is to’ install the service, 
meter loops and cutout center first. 
This enables the central station com- 
pany to connect the service while the 
men are on the job and also gives the 
wireman an opportunity to test out the 
installation with the current on. After 
the service is installed all outlets are cut 
and all other openings made throughout 
the building, starting on the top floor 
and working downward. The next pro- 
cedure is to pull in the armored cable, 
working from the top floors down, after 
which outlet boxes are set and openings 
closed. The basement runs are made 


last which includes picking up the arm- 


ored cable runs and extending them to 
the cutout center. 

Modern practice tends to eliminate the 
taking up of floors and notching or drill- 
ing of joists in such cases where parti- 
tions not being above each other make 
this imperative. Soft pine floors in at- 
tics are not affected, as these can be 
taken up easily. Armored cable is 
usually concealed back of the baseboard, 
the additional material used being more 
than offset by the saving in labor cost. 
This also has the advantage of executing 
the work quickly. Considerable skill is 
required in the taking up and replacing 
of hard wood or finished floors without 
damage to the flooring, whereas removal 
of baseboards is simple in comparison. 


i Good Results Obtained 


It is surprising to note the results 
which can be obtained by energetic fore- 
men in obtaining a high degree of ef- 
ficiency in the work of fishing, setting of 
boxes and fittings, and opening and re- 
placing of woodwork and trim. Good 
men are always willing to receive sug- 
gestions and can be made to conform to 
proven methods to effect economy. 


Careless layouts mean waste of mate- 
rial in unnecessary long runs. Also the 
measuring of runs and cutting of BX by 
measure before installing, means one of 
two things. Cable is either cut too long 
and stacked in the partition or ceiling, 
or cut too short necessitating the . re- 
moval and recutting for a different run. 
Labor and material is saved by running 
armored cable from the coil, then back- 
ing up and cutting off to actual require- 
ments. 

Many local codes now permit feeding 
a circuit through a set of three way 
switches. This can be done absolutely 
without damage and at considerable 
saving in both labor and material. The 
installation of flush wall receptacles in 
the plastered wall just above the base- 
board, is recommended as _ installation 
cost is considerably reduced over the cost 
of setting same in the baseboard. 

The majority of small contractors 
spend a considerable amount of money 
by permitting the wiremen or helpers to 
call at the office or shop in the morning 
or during the day, or when they follow- 
ed the old practice of reporting to the 
shop upon completion of each job, to 
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receive instructions for starting a new 
job. Ninety-five percent of the present 
nonproductive labor expense can be en- 
tirely eliminated by a simple system of 
work dispatching by telephone. 

The following methods are recom- 
mended as having been tried out and 
still in operation with much success. 
The superintendent should arrange to 
have a complete material order with 
necessary tools and equipment delivered 
to the job one or two days previous to 
the time he expects to start. 


Cards Eliminate Guesswork 


By the use of a card for each job, giv- 
ing the names of the men who do the 
work, the day and hour of starting and 
the approximate date of completion, he 
can arrange with the help of the clerical 
force in the office, so that when the wire- 
men call by ’phone for new assign- 
ments they will be instructed where to 
report, and the time of their leaving the 
old job will be noted as closing that 
job. 

This work dispatcher’s card just re- 
ferred to is typed immediately upon re- 
ceipt of the contract and shows job num- 
ber, address, name and date contract is 
signed, price, foreman, description of 
work, etc. This card is intended for use 
in a visible file and spaces are also pro- 
vided for entering of date material is 
ordered, time of delivery, and the date 
work is started. 

The card contains information such 
as wireman’s name, estimated time, date 
completed, when permit is applied for, 
inspection ordered, certificate of inspec- 
tion received, bill rendered, extra signed, 
telephone number of customer, reason if 
holding, complaints and remarks—in 
fact a complete history and a permanent 
record of the wiring job. 

The tab which can be detached is used 
in applying for permit and is provided 
with space for date, siganture, check 
number covering inspection fee and job 
number. The whole scheme provides a 
means of knowing how each job stands 
each day and absolutely eliminates any 
guess work as to costs and status. 


Telephone a Vital Help 

Any material necessary to take care 
of extras or other contingencies should 
be requested by wiremen by phone and 
with sufficient time allowance to permit 
this material to be delivered by boy or 
wagen so as to eliminate the holding 
up of any work. Any difference arising 
on the job which requires the attention 
of the superintendent should be phoned 
in to the office so that the superintendent 





keeping in touch with his office by tele- 
phone will receive it within a reasonable 
time. 

It is possible for a contractor to run 
his job very much in the same order that 
a factory operates under a daily cost 
system. The foregoing forms showing 
model work dispatcher’s card and cost 
system forms, if properly handled, will 
enable the contractor to supervise his 
work in dollars and cents and concen- 
trate his attention on work which is run- 
ning close to or above the margin of the 
estimated cost. 

The contractor, of course, in the pur- 
suit of his business must give due con- 
sideration to the important part which 
he plays with relation to customer and 
central station. Except in cases where 
the customer retains an engineer to rep- 
resent him he is probably not well in- 
formed regarding routing and methods 
pertaining to the electrical installations. 
It is, therefore, essential that between the 
central station and conractor, he should 
receive proper advice concerning the 
necessary procedure to meet require- 
ments of all parties concerned in ob- 
taining that which he desires and is pay- 
ing for. 

In the first place, the contractor 
should secure a permit from the city to 
make the proposed installation, or 
should give information to the customer 
as to how to secure such permit in case 
a permit is necessary. 


Contractor’s Important Duty 


While the matter of application or 
contract for electric service, also loca- 
tion of service outlets and class of ser- 
vice, is naturally business between the 
central station and customer, the con- 
tractor should inquire from the customer 
if these points have been settled. If not, 
the central station should handle this 
business for the customer, or advise him 
what action to take, whichever is prefer- 
able in the particular case. 

Where the contractor’s knowledge or 
judgment is positive as to class of ser- 
vice and location of outlets and the cen- 
tral station regulations are plainly un- 
derstood, he should be in a position to 
submit to the customer and properly fill 
in a blank provided by the central sta- 
tion for the purpose of making applica- 
tion or contract for electric service. In 
any case, the contractor should make it 
a definite point to see that the customer 
is brought in contact with the central 
station, for if these matters are delayed 
until the work of installation has been 
completed, there will invariable be a de- 
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lay in the central station getting service 
connected. 

With the above mentioned points set- 
tled, the contractor is in a position to 
proceed with the installation and the 
central station to proceed with work 
preliminary to cut-in for line exten- 
sion, etc.. 

If the job is of major proportion, the 
central station and contractor should 
keep in touch as to probable time of 
completion, etc., so that service may be 
cut-in as soon after completion of instal- 
lation as possible. However, before the 
central station is permitted to cut-in, it 
is necessary to obtain proper inspec- 
tions and approval. 


Obligations of Contractor 


The contractor is under direct obliga- 
tion to obtain inspection by the city and 
to see that the city sends the certificate 
of approval to the central station au- 
thorizing service to be connected. As 
soon as this certificate is received, the 
obligation is then passed on to the cen- 
tral station to connect to its service, and 
it is then the central station’s duty to 
set meter, inspect the installation, and 
connect to customers wiring. 

The contractor is not only under ob- 
ligation to the customer to do his work 
in such a manner as to obtain city certi- 
ficate and central station approval but 
to meet the Fire Underwriters require- 
ments. Inspection by the Underwriter’s 
Bureau should be invited at the same 
time city certificate is requested, but of 
course this would be different for differ- 
ent cities. 

Close attention and codperation be- 
tween central station and contractor is 
essential in all these matters in order 
that misunderstandings are eliminated 
and good service to the customer may 
result. 

In addition to the routine of each in- 
dividual case, the contractor in order to 
give good and profitable service, must 
be familiar with the central station’s 
regulations as to types of motors and 
various apparatus permissible on their 
system. Also, he must be informed as 
to the proper voltage of lamps to be sup- 
plied for specific districts. If the proper 
relations between the central station and 
contractor exist both will exert every ef- 
fort to satisfy their mutual customers. 








HEN you want information 

or data write the National 

Office. It is maintained for your 
use. 
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How to Keep Your Workmen Well Satisfied 





The conversation was with an elec- 
trical contractor. He was of the pro- 
gressive, enthusiastic type; he knew 
what he was talking about, and put it in 
this way: 

“Keeping your workmen well satis- 
fied means keeping your workmen 
really interested in the business. This 
presents no small problem, to be sure, 
but it is the key to the situation. To 
inspire the desired interest calls for a 
little tactful handling of your men, 
analyzing their characteristics and de- 
vising a plan of action to fit the case. 

“To secure a keen interest from your 
workmen, you have to make it worth 
while. They are working for dollars, 
we know that, but try to encourage an 
interest that extends a little beyond 
those dollars. It can be done, and it is 
being done right in our business; it is 
ino trick of magic, either, just plain 
‘common sense. My workmen are 
treated just like I, my self, would like to 
be treated, and I have a loyal crowd of 
fellows on the payroll. 

“Now, in the first place, I make the 
men feel as though they were an actual 
working part of the organization—and 
they are, for that’s the way I have built 
the business. We have frequent get to- 
gether meetings; if times are flourish- 
ing, as they have been recently, I am 
likely to make the occasion a little din- 
ner affair. Here we discuss things that 
concern our operations- in a_heart-to 
heart way; I am just ‘one of the boys’, 
and there’s no restraint. 

“Many ideas of extreme value come 
out at these ‘family’ gatherings, for if 
you want real, valuable thoughts for 
business advancement, you can often 
get them from the man who is right ‘on 
the job. He knows what's what far 
better than some of the ‘higher ups 
and if you can draw him out, as is most 
likely after an enjoyable dinner, you 
can make that meal pay dividends. 

“There are numerous ways to inspire 
the codperation of your men, and a 
basic consideration is money, of course. 
In other words, workmen want a living 
wage, and you can’t blame them; but 
you do blame them when they go be- 
yond the bounds of reason. This ‘condi- 
tion, however, is due many times to the 
fact that the employer does not enjoy 
the confidence of his men; he keeps 


By L. R. W. ALLIson. 


There Are Ways to Do It Even in These Strenuous Times, 
and Several Actual Experiences Are Herein 


apart from them, and even when he 
hears rumors of impending requests 
for more money he doesn’t face the is- 
sue in a spirit of reasoning the matter 
out with the workmen, but takes it in 
the cold blooded way of ‘they won’t get 
any more, that’s all,’ or ‘we'll give just 
so many cents additional per hour, and 
that’s the limit.’ 

“To my way of thinking, this is 
wrong. Talk to the workmen as man 
to man, tell them some of the so-called 
business ‘secrets’ about finances, and 
make them feel as though they are a 
real, functioning part of the organiza- 
tion. It will work wonders, for the 
average workman is no fool. 

“Our men earn just a little more than 
workmen in similar capacities in other 
establishments in the vicinity. And what 
does this do? It secures men of better 
grade, it wins interest and codperation, 
it gains respect and consideration, and 
coupled with our ‘family spirit’ of op- 
erating, it makes for real satisfied work- 
men. They are happy—that’s the 


answer.” 
Get the Workman’s Interest 


There is considerable psychology in- 
terwoven in this electrical contractor’s 
views, and unquestionably he has the 
right idea. Get a workman’s mind as 
wall as his hands working in your be- 
half and you have a staunch, loyal em- 
ployee. 

Psychological teachings tell as that 
every mind has some interest of some 
kind, and this basic principle should be 
utlized by the electrical contractor, or 
the contractor-dealer. No person, work- 
man or otherwise, can think without 
taking specific interest in something; it 
may be a hobby of some kind, baseball, 


the movies, fiction of low or high grade, 


or what not. The interest is there. And 
it is up to the employer to gain as much 
of that same interest for his business. 
When he does he will have satisfied 
workmen, and until he does, it is likely 
to be otherwise. No matter how much 
a workman may secure for his daily 
labors, without wholehearted interest he 
is not engaging at best efficiency. His 
mind is on something else. Get that 
mind working for you. As the con- 
tractor referred to says: “It can 
be done and it is being done.” 







Cited 


Help the workman to help himself; 
make him satisfied with his job and he 
will return that satisfaction in still bet- 
ter work. Inspire his confidence by a 
return of your confidence. Let him 
know that the “boss” is a human being 
like himself, that when there is any 
controversy or trouble brewing, he can 
go to headquarters with an assurance 
that he will be given every considera- 
tion. 

The treatment given employes reflects 
the man. It takes a big man to keep a 
big working force satisfied; the little 
man isn’t capable of maintaining a 
small organization intact and happy. 
The electrical contractor or contractor- 
dealer who has builded his business to a 
large status is entitled to reference as 
the “big man.” He can keep things 
moving in the right way if he will—and 
he should do it. The human factor is 
one of the important elements of his 
business. 


Building and Loan Stock Plan 


It’s the distinctive innerworking plan 
that will often bring about the desired 
satisfaction on the part of employes, 
and the electrical contractor who tell 


‘the following has the right idea: 


“Do what the other fellow isn’t do- 
ing for his workmen and you can get 
together a real working unit that will 
let you rest comfortably. I haven't 
much use for the general bonus plans 
as they go, and frankly I do not think 
they can be called very successful. A 
man will get his bonus as the time 
comes around, but how often does he 
show any great satisfaction? More 
than likely he wonders how much profit 
the head of the business has made in 
the period of time that the bonus cov- 
ers; if he gets a check for $50 or $100 
and his associates get the same, they 
figure that the proprietor has made 
many, many times this, and if so, why 
didn’t they get more? 

“A cut-and-dried bonus system of this 
nature leads from the desired end and 
not to it. And further, the big secret 
of successful business today is to keep 
your organization together; when 
workmen become accustomed to your 
general methods and experienced in 
your ways, you want to keep them— 
you don’t want your competitors to win 
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them from you. But the regular bonus 
plan scheme does not help in this di- 
rection at all. A workman is liable to 
leave your employ as soon as bonus 
day comes around; maybe he has just 
been waiting for this event before mak- 
ing a contemplated change. 

“We have arranged a bonus plan for 
our workmen, but it is along the lines 
of investment, not a cash disbursement. 
It is designed to make the men satisfied 
and stay with us. It was started a few 
years ago and is giving even better re- 
sults than originally anticipated. 

“When bonus systems were at the 
height of popularity during the war, I 
called our workmen together and told 
them that we were going to adopt a 
building and loan savings plan to apply 
to all men in the organization. The 
shares subscribed in each man’s name 
ranged in value from $50 to $500, de- 
pending upon term of service with us 
up to that time. The company would 
pay the premiums from month to 
month, I explained, and upon maturity 
of the shares they would belong to the 
particular workman, provided that he 
was still with us; if he left our employ 
before this time the ownership reverted 
to the company. 

“J showed them the pass books made 
out in their names, and statements of 
the initial payments. Each year, I told 
them, the amount of shares would be in- 
creased in an amount based upon their 
earnings, so that upon maturity a man 
might easily have from $1,000 and up- 
wards coming to him. 

“Well the idea took, and it has con- 
tinued to go big. It encouraged thrift, 
as we wanted it to; the men were satis- 
fied, as we hoped they would be; they 
have been keeping their positions in the 
organization, as we desired. The phase 
of the plan that makes this latter pos- 
sible is really one of the big thoughts 
in the proposition. If a man knows that 
he is going to forfeit a comfortable 
amount, say $700 or $800, or more, by 
changing his job, he thinks twice before 
he does it. 

“Just have sort of a little string of 
this kind attached to the increased earn- 
ing plan for the workmen, one that is 
equalized in advantages for employer 
and employe, and you have gone a long 
way in keeping your workmen well sat- 
isfied. 

This electrical contractor knows what 
he is talking about. With the keen de- 
mand for skilled men of all kinds, it is 
extremely difficult to keep employes for 
any length of time under the ordinary 


run of business operations, and even 
though men may be satisfied today, it 
isn’t saying that they will be tomorrow. 
Offers are likely to come along from 
other companies, with the attractive bait 
of higher wages, and when this condi- 
tion asserts itself, dissatisfaction pre- 
vails. 

Give the men all that they may be en- 
titled to under the bonus plan, surely, 
but let it be in a way that spells safety 
for the employer and gives him dollar 
for dollar value for the disbursement. 
For even so, you can make the work- 
men all the more satisfied, and this is 
something that the ordinary bonus plan 
will not do, as the contractor noted 
points out. 


Dollars for Ideas 


When an enterprising contractor- 
dealer was discussing the matter of 
keeping workmen satisfied, he brought 
up many an interesting thought that 
tended to this end, and prominent 
among the expressions was one cover- 
ing the idea of compensating workmen 
for suitable suggestions they might 
make to help the business. 

He pointed out that in his large es- 
tablishment, a goodly number of men 
were employed, and of various capa- 
bilities. Salaries varied a little, but in 
the main were based on the length of 
service—the longer a man might be 
with the company, the more he would 
receive. Things were moving in de- 
sired way, excepting for the fact that it 
was next to impossible to keep the men 
“on edge”, or really satisfied and happy 
in their work. 

So officials gave thought to improve- 
ment in this direction and hit upon the 
plan of making the men more intimate 
with the operating affairs of the busi- 
ness by a little friendly rivalry, offer- 
ing “dollars for ideas” as the dealer 
puts it. The plan was inaugurated by 
holding up a $100 purse for the best 
idea that any employe might submit to 
the company within a certain time for 
the betterment of any feature of opera- 
tion—anything that would help the bus- 
iness in any way. 

This contest, simple as it was, awak- 
ened considerable interest on the part 
‘of the men; it got them to thinking se- 
riously about the business and what 
might be done to help it along; it in- 
spired them to a realization that the 
company was looking in their direction 
for greater progress, and that they were 
to be a part of the advancement plans. 
It was not the amount of money in- 
volved that caused the submitting of a 
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large volume of suggestions; rather it 
was the honor to be derived by being 
the winner in this competition for busi- 
ness ideas—the leader of the organiza- 
tion. 

Some fine suggestions were received 
and among them one that was ‘selected 
for a regular feature of business oper- 
ation. This covered a working plan 
for the men to submit ideas to the com- 
pany every fortnight for a special sale 
to be conducted during the week follow- 
ing. Each man would select a certain 
article, as say vacuum cleaners, perco- 
lators, or whatever might be most suit- 
able and seasonal for this purpose; give 
his reasons for the “sales drive”, that 
he thought it would accomplish, and 
sO on. 

The company, as the judge, would 
say what the sale would include and 
the man whose idea was accepted was 
to be placed in charge of the promotion 
and sales during the week. Moreover, 
he was to receive $25 for his accepted 
idea, and a certain percentage of the 
gross sales made during the week over 
a stipulated amount. Again, this man 
was in charge of the window dressing 
and in fact was to run things his way 
in this departmental sales drive. 

This idea met with the hearty ap- 
proval of the officials, and why 
shouldn’t it? For a modest amount of 
$25 every fortnight the concentrated 
interest on the part of employes was 
guaranteed. The special sales week as 
might be selected placed the responsi- 
bility for success on a certain man, and 
automatically would show up his qual- 
ifications for further advancement with 
the company. The employe, on the other 
hand, would have the opportunity he 
might have long sought to demonstrate 
his concrete value to the company— 
and naturally, the greater this value, the 
larger the compensation. 

The plan has proved eminently suc- 
cessful—it’s a 100 percent winner for 
all concerned. Sales have been boosted, 
the men have developed greater inter- 
est, and the company has derived a 
working knowledge of each man’s capa- 
bilities obtainable in no other way, for 
it requires a position on the actual fir- 
ing line to show what man can do. So 
the company is satisfied—and as to the 
men, they are satisfied plus. 





Martin J. Wolf, until recently vice- 
president and sales manager of the W. 
N. Matthews & Brothers, Inc., of St. 
Louis, has been appointed sales man- 
ager of the Bussmann Manufacturing 
Company, manufacturers of Buss fuses. 
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Electric Sewing Machine 
Displays 
By Ernest A. Dencu 
How Several Dealers Arranged Window 


Trim to Sell Electric Sewing Machines 


Most women who plan to make their 
own clothes do not arrive at such a de- 
cision without careful deliberation. 
They know they want an electric sew- 
ing machine, but they have not quite de- 
cided as to the make of machine or 
where it shall be purchased. 

To the woman who has never used 
one before, the electric sewing machine 
is a complicated article that can get out 
of order quickly, so she tries to pick out 
the most reliable make of machine at a 
reliable store. In this way she will be 
sure of proper service at least in case 
anything goes wrong with the machine 
and spare parts are needed. 

Probably the most effective window 
display is that which exhibits examples 
of intricate work done on the machine. 
For while the average woman only plans 
to make simple things at first, she likes 
to feel that she can advance to more dif- 
ficult work as soon as she gets the neces- 
sary practice. 

The Westchester Lighting Company, 
White Plains, N. Y., attracted attention 
to their sewing machine display by 
changing part of it every day. There 
was an electric sewing machine on the 
hardwood floor at each side. The center 
location was given over to a stand, on 
which reposed a large doll, clad in a 
stylish dress, all made by machine. This 
doll was chistened as Miss Westchester, 
and women folk were considerably in- 
terested in her extensive wardrobe, for 
as a sign proclaimed: 

“Watch Miss Westchester. She 

changes her dress daily.” 

The George Weiderman Electric Com- 
pany, Brooklyn, N. Y., stationed an elec- 
tric sewing machine on a glass _ shelf, 
supported on a pedestal at each end. A 
length of white cloth was placed on the 
machine in position for sewing, with 
most of the cloth draping down in 


straight folds to the floor in front. In- 
scribed on the cloth in black and red 
were several effective arguments—two 
examples of which were: 


Electric Sewing Machine does all 
the hard work of sewing. 
It is sew easy to sew electrically. 


The cloth was run slowly by an electric 
motor attached to the machine, causing 
the sales talks to appear one by one as 
the cloth revolved. 

The Brooklyn Edison Company, 
Brooklyn, N. Y., mailed out a four-page 
pasteboard folder to their clients, an- 
nouncing a sale on portable electric 
One of the inside 
pages dwelt upon the merits of the ma- 
chine, in a convincing manner, and 
stated: 


sewing machines. 


During June only we are offer- 
ing to our customers a portable 
electric sewing machine. This 
machine is made by one of the 
oldest sewing machine manu- 
facturers and is sold under a 
year’s guarantee, backed by our 
Service Department. . Sign 
and mail the attached card and 
we will deliver and demon- 
strate this portable electric sew- 
ing machine in your home. 


ee By 





Attractive Interior of Main Salesroom of the Tri-City Electric Co., Moline, Ill. 












The opposite inside page contained 
a blank, to which the customer had only 
to add her name and address should 
she wish to buy a machine. The other 
side of the blank resembled a post card, 
with the name and address of the com- 
pany printed therein. All the person 
had to do was to add a one-cent stamp, 
place it in the mail box and the sewing 
machine would be on its way.. 


Colored Girl Demonstrators 
The New York Edison Co., New York 


City, has a unique method or window 
demonstration. A_ refined type of 
colored girl is employed for this work 
and it is found that she is usually com- 
petent. Generally she is an experienced 
sewer and has the right amount of poise 
and dignity to conduct a window demon- 
stration in a serious manner. 


Olds, Wortman and Kings, Portland, 
Ore., added human interest by utilizing 
the figure of a little girl. The girl was 
posed in the attitude of manipulating 
the electric sewing machine at the cen- 
ter of the window. Several articles of 
stylish clothing, sewn on the machine, 
were exhibited on stands at both sides, 
while on the floor, sewing materials 
such as needles, thread, etc., were dis- 
played. A card announced: 
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Styles may come and go, but 
Sewing goes on forever. 


Daniels and Fisher, Denver, Colo., 
placed a Colonial sewing table in the 
center of an effective display. As the 
main exhibit this table contained a large 
doll, dressed in white. Draped from 
pedestals of various heights were gorg- 
eous bag ribbons and as each length 
reached the floor, it was folded back 
and a bag frame laid on it to give the 
effect of a finished bag. The idea back 
of this display was to demonstrate a 
fine type of work that could be done at 
home on the electric sewing machine. 

Ludwig, Baumann and Co., New York 
City, had an effective electric sewing 
machine display, a side window being 
utilized for this purpose. A carpet was 
laid on the floor with cream paneled 
backgrounds, and a cretonne window 
effect at the rear center. An artistic 
floor lamp stood on the floor at the far 
left corner. The sewing machine was 
placed on the floor in a slanting angle 
at the center. A bolt of flowered voile 
rested on the far end of the table at- 
tachment of the machine, part of it be- 
ing inserted in the machine. The voile 
drape then continued in a slanting angle 
toward the right rear, not quite touch- 
ing the floor. 

The remainder of the bolts of voile 
was coiled around a headless dress- 
maker’s figure in such an artistic man- 
ner that the semblence of a dress was 
formed. A little of the bolt was draped 
on the floor beneath the figure like a 
clinging skirt. On the floor at the front 
left corner was an electric portable ma- 
chine, while at the front center four 
illustrated circulars, describing the ma- 
chines, were arranged in the form of a 
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semi-circle. The cover for the machine 
was exhibited on a stand at the rear cen- 
ter and a card, illustrated with a spool 
of thread at the top and a pair of scis- 
sors at the bottom announcing the terms 
on which the machine could be ob- 
tained, was placed on the floor. 


The Charleston Sewing Machine Co., 
Charleston, S. C., provided homelike 
surroundings for a sewing machine dis- 
play, the appeal being made chiefly to 
the bride. One of the motor driven 
sewing machines was stationed over a 
floral rug with lingerie and partly 
finished dresses laid across the machine. 
Near the machine was an open dresser 
trunk, in which a bridal wedding out- 
fit was exposed to view. A card an- 
nounced that: 


The Bride who can sew and owns 
a sewing machine can obtain a 
beautiful trousseau at 50% off. 


A vase of roses rested on a flower stand 
at the opposite side of the machine, 
while the background was covered 
with hemstitched muslin curtains. 

The Singer Sewing Machine Co., 
Peoria, Ill., took a different angle of 
appeal. The principal character in 
their show window was the figure of a 
three-year old girl, industriously mak- 
ing a film white doll’s dress on the 
small sewing machine at which she was 
seated. Beside her was a work basket, 
with a doll ready to be dressed and 
another doll only partly dressed. Over 
to one side was a suite of doll’s bed- 
room furniture. Another doll was seat- 
ed at the dressing table, adding the 
finishing touches to her toilet. Tiny 
pieces of her lingerie were scattered 
around the chairs and bed. 
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Window Trim by E. F. Newkirk of Edison Lamp Works, Showing Idea of Featuring One 
Lighting Unit and -Lamps to Go With It 
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Getting Help From Cus- 
tomers 


Postal Enquiries From the Public Increase 
Sales 


George E. Bliss, Inc., 80 Florence 
Street, Malden, Mass., has found that 
with 
post card helps to get them to codperate 


supplying appliance customers 


in the sale of other appliances. Of 
course a great many customers never do 
use them, yet enough do to make the 


idea well worth while. 

The post cards are unstamped but the 
address of the company is printed on 
the address side. On the other side is 
a space for the date and the directions, 
“Mark X in front of the electrical ap- 
pliance in which your friend is inter- 
ested,” are printed just below the date 
line. Then follows this list: Washing 
machine, electric mangle, electric fireless 
cooker, dishwasher, vacuum cleaner. 
Below is space for the prospect’s name 
and address and telephone number as 
well as remarks, with the signature of 
the customers, address and telephone 
number at the bottom. 

It is made as easy as possible for the 
customer to fill in all the information 
needed and the card is so designed -that 
specially needed information will not 
likely be left out. It has been found 
that allowing a commission on each ap- 
pliance sold as a result of cards sent in 
results in those who have bought on the 
installment plan especially taking a 
special interest in sending in names. 

A woman who is paying for a wash- 
ing machine on the installment plan is 
quite likely to send in the names of 
good prospects just before her monthly 
installments fall due if through her ef- 
forts or the information she sends in 
results in the sale of a machine to one 
of her friends and a five dollar com- 
mission to her. 

In fact, unless some incentive is given 
to the customer to mail in the postal, 
the cards are not likely to prove espe- 
cially effective. If some incentive is 
given they do prove effective and it is 
surprising to learn the number of peo- 
ple who will codperate in this sales 
work with the dealer when a commission 
can be earned in that way. For instance, 
it is not at all uncommon to have some 
of the wealthiest and best known women 
of the community take a very keen in- 
terest in such a scheme especially if the 
wealth of the family is in the name of 
the husband and the woman does not 
have free access to the pocket book. 



























































Taking Advantage of Hallowe’en 
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How Several St. Louis Electragists Have Planned Their 
Holiday Displays—May Be Valuable Examples for Others 


Too few dealers in electric mer- 
chandise play up the holidays in an 
effective manner. Hallowe’en for in- 
stance offers a great opportunity for 
attractive display, and anything that 
will make passersby stop to look at 
your window makes for publicity of 
your line, especially when it forms a 
compcnent part of the display as good 
judgment would suggest. Several St. 
Louis companies have, however, caught 
the true holiday spirit, and if more 
dealers would follow in their footsteps, 
added business would be sure to result. 

The East St. Louis and Suburban Co., 
East St. Louis, IIl., installed a cornfield 
display that attracted all who passed. 
The floor was thickly covered with dead 
leaves, and there were three stacks of 
corn arranged ¢ent fashion, with a va- 
cuum cleaner inside each one, and a 
strong light behind the stack that 
brought out the cleaner distinctly. The 
background was a mass of twisted black 
and orange paper. Three large pump- 
kins scattered among the leaves were 
lettered in black “Clean your rugs the 
Hoover Way—$5.00 down—$5.00 per 
month.” 

The Duke Electric Co., St. Louis, 
showed a large three panel screen in 
blue, with jack o’lanterns and black sil- 
houettes and beneath each panel was a 
short, appropriately worded verse. 
Above was a row of electric bulbs with 
silk shades while down front were maz- 
da lamps, some boxed and some dis- 
played. Back of them was a group of 
electric heaters, the central one glow- 
ing with a red light. All around the 
window was a border of flashlights. 
In this way Hallowe'en was made to 
play up very effectively the idea of the 
most brilliant lighting—which of course 
is electrical. 

The Electric Shop, St. Louis, was 
floored with and dead leaves. 
Branches of oak leaves were massed in 
the corner and the background was 
formed of twisted strands of orange and 
black paper, upon which silhouettes of 
bats, owls and cats were appliqued. In 
the centre was a camp fire over which 
was a tripod of poles from which was 
suspended a vacuum sweeper. A card 
advised “The Hoover removes hidden 
germs that, unobserved, destructively 
haunt your floor coverings.” 

The Union Electric Light and Power 





moss 


Co., St. Louis; showed a dining room, 
or breakfast room, equipped for early 
fall. The ceiling was cris-crossed with 
strands of orange and black paper, and 








Elec- 


Typical Hallowe’en Display—The 

tric Shop, St. Louis 
the baseboard was covered with crepe 
paper stamped in Hallowe'en design. 
At one side was a compact electric 
stove, with percolator on top, and near 
it was a small electric heater. At the 
other side was a breakfast table spread 
with a cloth to which silhouettes cut 
from black paper were applied. The 
table held toaster, percolator and grill, 
as well as a breakfast set. 

The Rhodes-Burford Co., St. Louis, 
had a realistic corn field scene that 
gained much publicity for them. The 
large windows extend almost to the 
floor, so that one standing in front of 
them could almost imagine one was in 
a cornfield on the night of Hallowe’en. 
Leaves and sticks covered the floor, and 
pumpkin vines were seemingly growing 
in the background. Scattered over the 
floor was a number of large pumpkins 
cut from cardboard on which were 
printed in black letters such good will 
phrases as, “Price is our last argument 
—but look at the price” and “Five dol- 





lars delivers the machine at your 
home.” In the background was a scare- 
crow with head made of a big pump- 
kin, and down in front was a tent made 
of corn stalks with a lighted jack o’lan- 
tern inside. 

The Grand Leader, St. Louis, like- 
wise took a very striking method of 
calling attention to their washing ma- 
chines at Hallowe'en. Great branches 
of autumn leaves were tacked to the 
wall, and a number of the leaves strewn 
on the floor. An electric washing ma- 
chine was shown in the foreground, and 
near it stood a witch—a life size figure, 
shown in a dancing attitude, appropri- 
ately bedecked to closely represent a 
human being. A card suggested “Even 
the witch loses her malignity when she 
sees a Blank washing machine, and 
dances with joy.” Another window was 
given over to electric sweepers and was 
so striking that it brough to a halt all 
who passed. There was a canvas back- 
ground showing a city at night, the 
black houses with lights therein, being 
shown against a dark blue sky studded 
with stars. Suspended from the ceiling 
by fine wires, so as to be invisible, was 
a vacuum cleaner ridden by a witch. A 
card attached to the sweeper said “The 
witch of today has discarded the an- 
cient broom. Like the housewife, she 
finds it much quicker and more eflici- 
ent.” -Scattered among the leaves that 
cover the floor were little booklets con- 
taining many good points regarding the 
vacuum cleaner sold by the firm, while 
about the stump were scattered the 
various parts that go to make a vacuum 
cleaner, so that everybody could see 
all the materials of which it is made. 





ro 
Hallowe’en Display of the Union Electric Light & Power Company, St. Louis 
































October, 1921 





ELECTRICAL CONTRACTOR-DEALER 














Se 


ORGANIZATION. ACTIVITIES 


We 


























AW A Department Devoted to the Reports of State and Local Meetings AW 
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STATE CHAIRMEN AND SECRETARIES 
State Chairman Secretary State Chairman Secretary 
ONTARIO, CANADA: K. A. McIntyre, J. A. McKay, MARYLAND: S. C. Blumenthal, C. Philip Pitt, 
24 Adelaide St., W. Toronto 24 Adelaide St., W., Toronto 505 N. Eutaw St., Baltimore 15 E. Faxette St., Baltimore 
BRITISH COLUMBIA: E. Brettell, J. C. Reston, MASSACHUSETTS: Geo. B. Quinby, J. E. Wilson, 
781 base St. Vancouver 611 Howe St., Vancouver Boston 263 Summer St., Bostos 
COLORADO: J. Fischer, W. A. J. Guscott, MICHIGAN: Henry Roseberry, H. J. Shaw, 
213 Ly St., Denver 715 18th St., Denver 41 Pearl St., Grand Rapids 613 Lincoln Bldg., Detroit 
CONNECTICUT: S. Francis, Geo. M. Chapman, MINNESOTA: Emil Anderson, Arthur P. Peterson, 
272 ealion St., Hartford 43 E. Main St., Waterbury 240 Plymouth Bidg., 2395 University Av., 
DISTRICT OF COL.: Frank T. Shull, H. R. Harper, Minneapolis St. Paul 
Conduit Rd. and Elliott St. 635 D St., N. W., MISSOURI: W. J. Squire, A. J. Burns, 
Washington Washington Kansas City 533 Delaware St., Kansas City 
FLORIDA: T. E. Satchwell, J. G. Spencer NEW JERSEY: Geo. E. Davis, Elmer D. Wilson, 
Jacksonville Palatka 23 Central Ave., Newark Newark 
GEORGIA: Henry Morton C. B. Anderson NEW YORK: F. A. Mott, J. P. Ryan, 
1227 Broad” St., Columbus Walker El. & Plain. Co., 29 St. Paul St., Rochester 26 Cortlandt St., 
Columbus New York Ci 
INDIANA: A. B. Harris, A. I. Clifford, OHIO: Cc. L. Wall, Walter R. Keefer, 
Gary 507 Odd Fellows Building, 212 S. Main St., 939 E. McMillan St., 
Indianapolis Akron Cincinnati 
IOWA: Louis L. Corry, PENNSYLVANIA: R. W. Keck, M. G. Sellers, 
510 Brady St., Davenport Allentown 1518 Sansem St., Philadelphia 
KANSAS: C. S. Smallwood, Arthur Tucker, TENNESSEE: P. W. Curtis J. A. Fowler, 
1017 N. Sth St., Kansas City 619 Jackson St., Topeka Regge 10 S. Second St., Memphis 
LOUISIANA: Cc. S. Barnes, 336 Camp St., New Orleans B. L. Burdick, H. M. Northrup, 
513 Gravier St., New Orleans R. S. Stearnes, WISCONSIN: 72 Water St., Milwaukee 25 Erie St., Milwaukee 
List of LocAL AssociATIONS AND MEBRTINGS 
State and City Local Secretary Street Address | Time of Meet. | Place of Meet. | State and City | Local Secretary Street Address Time of Meet. Place of Mees. 
ALABAMA | New Jrrszr 
ee eee ee Mon. Noon Hillman Hote] Atlantic City... F. P. Wright 16 Ohio Ave. lst Thursday Malatesta Hotel 
SETS E. J. Hueguenct/ i ........ | Fri. 5:30 p. m.|/ Members’ Offices Jersey City...... Wm. Doellner 743 Bergen Ave. es P. S. Bldg. 
CALIFORNIA ewark ........ Geo. E. Davis 23 Central Ave. lst Monday 23 Central Ave. 
Berkley ------- J. M. Gregory Pacific Bldg. Fri. 8 p. m. Pacific Bldg. Paterson ...... H. M. Desaix 88 Ellison St. Last Friday P. S. Bidg. 
Covina ~......- eee hee lst & 3rd Mon. Ontario New Yore : : 
Long Beach -...| 0. W. Newcomb 308 E. 4th St. Tues. Ev’g. Spaulding’s Albany -------- E. A. Jones 31 Hudson Ave. ist Thursday Pekin Rest’nat 
Los Angeles....| Irvin C. Brues| 118 E.3dSt. | -------- | --------- Binghamton ---, A. H. Hyle (| ---nnnnwnw | wnnwnnnene on nnnn nnn 
Oakland ------ J. Gregory Pacific Bldg. | Tues. 8 p. m. Pacific Bldg. Brooklyn ----.., H. W. Walcott 12 Nevins St. Ist Mon Cham. Com. 
San Francisco-- A. Elpins 165 Jessie St. | Wed. 1:30 p. m.| 165 Jessie St. Buffalo --------| E. P. McCormick 555 Wash. St. Fridays 507 Elec. Bldg. 
Van Nuys------ Los Angeles Asn Tues. 6:30 p. m.| Pin Ton Cafe Cooperstown --- | B. B. St. John Oneonta 3d Tues 
LORADO Endicott ------ A. H. Hyle Binghamton Tues. Cham. Com 
Denver -----.-. L. B. Roberts 227 Coronado (2d & 4th Tues. 227 C d Jamestown ---- Henry Lund 309 Main St. 3d Mon Mfgrs. Ass'n. 
Bldg. } Bldg. Kingston --.... M. C. Rivenberg caaitind Seaatieees ~ 1) ‘tunnbebee 
Connecticut Nassau-Suffolk . J. A. Palmer ee es 
Hartford .-....| H. D. Hitchcock 45 Preston St. | Call of Sec’y | 118 Asylum St. | New Brighton - E. L. Taylor | Tottenville {| -------- | — -------- 
New Britain...- et Eipallag icine aeeiugh Malia RO EE EL alae, Nagin ES 858 Ag N. Y. Sec. No. 1 J. P. Ryan 26 Cortlandt St. Ist Thurs, Penn’a Hotel 
Waterbury ----- A. S. Jordan | Conn. Lt.& P.Co.| Monthly 192 Grand St. Independent ~ John Perass 22 Chambers Ist and 3d Wed. McAlpin Hotel 
Dist. Cot. Sas. Ge. 3...) E. B. GRID}  ecmwensee’. | cccennccse . | . mebnouncce 
Wires aki! v Geis cf) tds | 2d Thurs. Dewey Hotel Ass’d. El. Con. | H. S. Beidelman | 260 W. 86th St. 2d & 4th Wed. 226 W. S8th St, 
ea mo., 8 p. m. Oneonta -...-.... B. B. St. Jos i Ess js 3d Thursday = ----=--- 
Fiona Rochester --... Theo. Benz State St. Mon. 6:15 Builders’ Exch. 
Jacksonville .... W. L. Joseph 155 E. Forsyth; Ist Tuesday (208 Realty Bldg. Schenectady --- Mr. Spengler McClellan St. Subject to call | = -------- 
ees C. E. Pullen | Pullen-Zoll Co.| -------- ecemoks Syracuse -...... H. N. Smith - O. Box 809 Ist & 3d Monday — 
Ituino1s , | RR H. W. Boudey First St. Ist Tues. 
E. Moline__.-.- E. J. Burns ESS 1, (abe Ek Vi eee 2 CRED cccacescee Mr. Hall Gray Elec. Co. Monthly Elks’ Club 
Chicago -...--.. J. W. Collins, | 179 W. Wash- | 2nd & 4th aE eS Westchester ~~. I. W. Austin White Plains waennieeail ---------- 
ington St. Wednesday Watertown -....| L. B. Smith Roth Block 3d Fridays Utilities Bldg. 
E. St. Louis....| O. J. Birmette tocol | Sat. 2 P.M. Arcade Bldg. Woodmere --..| Geo. La Salle oe oa a 
| ee i = pee oe |Ist & 2nd Tues.| Post Hall Yonkers ----.-.| Mr. Mayer | Manor House Sq Monthly (| -------- 
Rock Island_--- E. J. Burns 219 18th St. Ist & 3rd Mon.; 219 18th St Oxt0 ’ 
Streator ------.. Wm. Schroder| 613 Tyler St. | -------- — ~eer arya L. C. Wall 12 S. High St. eer “te Elec. Co. 
INDIANA | | Cincinnati .....' W. R. Keefer 939 E. McMillan Tues. 3 P. M Cham. of Com, 
pans eee ey he Sly sgl 2s Bak ko | Wed. noon Y. M.C. A. Cleveland -_...._| Geo. D. Biery E. 95th St. Ist & 3d Thurs. Builders’ Exch. 
Sok aE ae | A. B. Harris | 570 Washington | ------.. | Columbus -.....| ©. A. Robins | Erner Hopkins Wed. Builders’ Exch. 
Indianapolie ---|G. L. Skillman| 29 S. Capitol lst & 3rd | Commercial (Springfield --.-- J. R. Yost -------- 2d & 4th Fri ——— 
Ave. Thursday | Club Steubenville -..| D. C. Hartford};  -------- Ist Wed Nat. . Bank 
Warsaw ----..2| F. E. Strauss |120 W. Market St} Wed. Ev’g. {| = -------- Youngstown -...| W. Wosbeck | Hood Elec. Co.| Mon. 6 P.M New Rea 
Towa } | Ongcon 
Davenport --..- E. Burns Rock Island (2d & 4th Mon.| Rock Island Portland os F. R. Whittlesey | 212 Henry Bldg. | 2d & 4th Monday Cham. of Com, 
Waterloo -...... J. A. Harleip | Care Waterloo | ecocsess | “anconce PENNSYLVANIA 
Kansas Elec. Sup. Co. | | |Allentown —-... | A. Hill Bethlehem Mesiite. = b+ «eee 
TROD | etic H. S. Lee 816 Kansas Ave.. Mon. Noon | Elk’s Club Bethlehem -..... A. H. Hill 510 W. Main St.| 3 ______ eaaieeiaiale 
| || Catasauqua -...| W. T. Kleppinger on------ Last Thursday =—S— - ------- 
Paducah —..-... W. R. Kitterjohn eee oe Se | Dubois _..-...- |C. E. Blakeslee| _-------- ae |. deeueelad 
IANA | oa G. E. Hill Bethlehem Manta’. “Vi gua 
New Orleans... R. S. Stearnes | 336 Camp St. Ist Weds. | Teocalli Hall, || Erie ....-...... Earl Stokes Bidsrs. Exch. | ........ Bldrs. Exch. 
Maine || Lancaster ...... A. Been | qx 3rd Friday Und’w’t'rs 
Portland --.-... H. T. Boothby| 222 Middle St. | ist. Mom. [| -------- Philadelphia -..| M. G. Sellers | 1518 Sansom St. 2nd Thurs. Builders’ Exch. 
MARYLAND Pittsburgh --...| Geo. Burrows | 10 N. Diamond; —_______. ee 
Baltimore -----. C. P. Pitt 15 E. Fayette | het & 2d Tues.| Elk’s Club (Scranton --.--- A. J. Fowler | Bd. of Tr. Bldg. Tues Zenke’s 
MassacHUsETTS F Se. Marys: ..... C. E. Blakeslee Dubois Mes. j| «<c«n«<< 
Boston ......... J. E. Wilsom | 263 Summer St. 3d Thurs. Ieeiass City Club) York _-_-_--._-. A. E.. Harris E. King St. | 24 &@ 4th Tues.| -------- 
Fitchburg ~----- R. M. Gowell | — -___---- Ist Mon. Fay Club Sourm Carotma 
Haverhill _-.-_- H. W. Porter | 24 West St. 2d Mon. El. Lt. Sta. { Columbia ~~... ®. £. Gochien | Sumer, S.C. | 8  ....... stntnint 
Worcester ..... L. H. Treadwell! 681 Main St. 2d Thurs. 44 Front St. Greenville -....| E. C. DeBruhl Ideal Elec. [| _....... apatite 
MICHIGAN | | TENNESSEE Wednesday 
RE: ee chetinde H. Shaw | 613 Lincoln Bldg Last Thurs. | G. A. R. Hall Chattanooga ---.| Carl Schnider 412 Kirby Av. Noons. Manhattan Cafe 
| pee ESE J. Markle 1718S. Saginaw). .s.~.. = Knoxville ...... H. M. Moses 615 Market St. Monthly Rwy. Lt. Co. 
SO SS een ae were Tues. Noon | Ass’n of Com. ‘Memphis -.....| H. A. Street | 285 Madison Av.| Fy. other Wed. Allyn Cafe 
Kalamazoo ....| M. Randall Buch. Plese | .  s.c..s. | Cham. Com. | Nashville -~-.... J. B. Mallen Arcade lst & 3d Wed. Tularie Hotel 
MINNESOTA Texas 
Duluth .....-..| Alfred L. Foster; 210 W. Ist St.| Ist Tuesday | -------- Dallas --------- P. B. Seastrunk|  Lepscombe Wed. 8 P.M. | 1805 Main St. 
Minneapolis -..| Roy Constantine) 2395 University Vincinta | Elec. Co. 
Gis. Tete ast Roy Constantine| Ave., St. Paul 2d & 4th Tues. Builders’ Exch.) Norfolk ........| K. D. Briggs Arcade Bdg. Wednesdays Old Col. Clb. 
2395 Univer. Av.| 2d & 4th Mon, Elk’s Club (Richmond ----- W. A. Cutlett | Jeff. & Grace Ste} = _______. 
6:30 P. M. | WASHINGTON 
Missouri Seattle ........| T. C. Smith ee, ee Eee een 
Kansas City....0 Mr. Brown 809 Delaware Tues. Evenings University Club 
St. Louis_.....00 A. J. Dunbar Frisco Bldg. Wed. Evening _ Am. Hotel Wisconsin 
* Nespraska Milwaukee ~-..- Henry C. Hutton | 719 Majestic Bld. 2nd Tuesday Maryland Hotel 
a T. Mustain fe ee ee Canapa 
New HampsHire FORD) acecavie J. A. McKay | 110 Church St. 2d Tues Bd. of Trade 
Portsmouth -...| F. C. Hatch Kittery 2d .& 4th Wed.| «--.---- | Vancouver ~---.| H. R. Hargreaves; Pacific Bldg. | --.--... oceebene 
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Enthusiastic Meetings in Canada 


First Convention of Nova Scotia Electrical Asso- 
ciation Held in Halifax on August 16 and 


Great enthusiasm has recently been 
revived in Canadian electrical circles— 
although perhaps the get together spirit 
never waned since William L. Goodwin 
and Samuel Adams Chase first went 
across her border to spread their gospel 
of good will. At any rate, within the 
last sixty days a number of splendid 
meetings have been held there, and in 
the Ontario District an efficient special 
representative has been adding many 
new names to the roll of electragists. 

Mr. Chase,.who was in attendance, re- 
ports that the first convention of the 
Electrical Association, Province of Nova 
Scotia, was held in Halifax on August 
16-17. William Murdock, manager of 
the Maritime branch of the Northern 
Electric Co., and president of the asso- 
ciation, occupied the chair throughout 
the proceedings. 

This association was formed in Nova 
Scotia with the object—first, of getting 
electrical men together, and, second, 
that the electrical message may be 
placed more intelligently, more ef- 
fectively before the general public. In 
both respects the Convention indicates 
that much progress has been made. 
The attendance was very satisfactory and 
was drawn from all parts of the Mari- 
time Provinces as well as from a num- 
ber of western points. 

In the matter of publicity, the news- 
papers of Halifax had apparently been 
well advised beforehand of the import- 
ance of this gathering—a feature of 
electrical conventions that cannot be 
over-estimated. It is the public that 
must be reached ultimately and there is 
no other medium for this purpose so 
valuable as the daily or weekly paper. 

Prominent men in the electrical in- 
dustry from all over the Maritime Pro- 
vinces took part in the proceedings, and 
at one stage or another contributed to 
the discussions and suggestions. Hon. 
C. H. Armstrong, Commissioner of 
Works and Mines in the Nova Scotia 
Government, spoke more particularly of 
the work of the Nova Scotia Power Com- 
mission and their policy of hydro-elec- 
tric development. 

One of the features of the convention, 
by the way, was a visit to the St. Mar- 
garet’s Bay plant, which is at present 
under construction. Mr. Armstrong 
stated that Nova Scotia had a fair meas- 


ure of possibilities in the way of water 
power, and that they also had what no 
other province in Canada had, namely, 
a dependable rainfall. 

The subject of illumination was taken 
care of by D’Arcy Ryan, whose address 
on “Lighting, Ancient and Modern,” 
with his wonderful illustrations, which 
have already been seen at many points 
on the continent, was very much appre- 
ciated. 

William L. Goodwin of the Society for 
Electrical Development pointed out to 
the members of the Nova Scotia Associa- 
tion, methods by which they could ad- 
vance their profession and at the same 
time render greater service to the public. 
He indicated the necessity of demonstrat- 
ing to the public the value of electrical 
labor saving devices which are destined 
to supplant the older makeshifts so fre- 
quently found in present day homes. 

One of the Halifax rewspapers pub- 
lished the following: Samuel Adams 
Chase was one of the first salesmen of 
the Western Electric Co., New York, 
starting in 1883, and was the first who 
came to Canada in the early days sell- 
ing electrical supplies, wires, etc., be- 
fore these were manufactured in Can- 
ada and a number of customers of 
those days are still his very good 
friends. Mr. Chase is very proud of his 
English ancestry and is attending the 
Electrical Convention here at the special 
request of the Canadian Westinghouse 
Co., because of his wide acquaintance all 
over Canada, also owing to his national 
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work during the past several years with 
Mr. Wm. L. Goodwin in “Harmonizing 
the Industry,” in connection with which 
he originated the slogan “Live and Help 
Live” instead of “Live and Let Live.” 

Mr. Chase is the author of many arti- 
cles of special interest to the electrical 
industry, such as “The Straight Path,” 
“The Contractor Dealer from a Manu- 
facturers’ Standpoint,” “Channel of 
Distribution from the Manufacturer to 
the Consumer,” etc. With Mr. Good- 
win, Mr. Chase has attended a large 
number of conventions in the United 
States and Canada during the past sev- 
eral years. 

The same newspaper stated: One of 
the most prominent advocates of Co- 
operation in things electrical through- 
out Canada is M. K. Pike, the General 
Sales Manager of the Northern Electric 
Company, Limited of Montreal. 

Representing as he does one of the 
foremost manufacturing and jobbing 
concerns in the country, he is well 
aware that in the electrical trade unity 
and harmony have not been the order 
of affairs and that aggressive business 
interests have been fighting for ascend- 
ancy in this big industry, yet he has 
persevered with a will and by dogged 
determination has gradually forged 
ahead with the aims of the Goodwin 
Plan. Mr. Pike can be justifiably 
termed the “Bill Goodwin” of Canada. 

Eugene Vinet, secretary of the Can- 
adian Electrical Association, urged the 
necessity of Dominion wide organiza- 








Attendants at First Convention of Nova Scotia Electrical Association, Held at Halifax, 
August 16-17—Wm. L. Goodwin and Samuel Adams Chase Made the Leading Addresses 
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tion. C. C. Curtis, manager Cape Bre- 
ton Electric Company, Sydney, replied 
to the toast to “Our Guests.” W. H 
Hays, assistant manager Maritime Tele- 
graph & Telephone Company, enlarged 
upon the idea of getting together. W. 
L. Weston, general manager of the Nova 
Scotia Tramways & Power Company, 
spoke of the comprehensive constitution 
of their association. It was not intend- 
ed to be a local affair, but to include the 
whole province. If similar associations 
were formed in the other provinces one 
large Maritime association might result. 
Another speaker was C. H. Wright, 
Maritime manager of the Canadian 
General Electric Company, who was an 
active worker in the interests of the as- 
sociation’s convention. 

A feature of the Nova Scotia Asso- 
ciation, as pointed out by Mr. Murdock, 
is the inclusion of architects in its 
membership. Mr. Murdock explained 
that the codperation of the architect is 
very essential before our homes can be 
properly wired and the use of electrical 
appliances can become general. He be- 
lieved that architects were as eager to 
become advised of the advantages and 
of the uses of electrical appliances as 
were electrical men themselves, and that 
as a result of architects being brought 
into their association a much more ef- 
fective and more economically coordin- 
ated result would be obtained. 

A large number of out of town mem- 
bers were in attendance at this conven- 
tion, among which were the following: 

H. F. Archibald, Truro; S. E. Bonner, 
Parrsboro; W. S. Brown, St. John; H. J. 
Campbell, Bridgewater; Samuel Adams 
Chase, New York; C. M. Chisholm and 
wife, Wolfville; A. B. Cooper, Toronto; 
C. C. Curtis, Sydney; W. H. Dance, Am- 
herst; R. E. Davis, London, Ont.; A. G. 
Ellis, North Sydney; Fred Fox, Wind- 
sor; James Fraser, Pictou; O. R. Friz- 
zell, Glace Bay; J. W. Glover, Stewi- 
acke; W. L. Goodwin, New York; E. W. 
Gibbon, Moncton; S. D. Herman, Lun- 
enburg; E. W. Jeffrey, Truro; George 
Kerlim, Montreal; D. Logan, Toronto; 
L. G. MacKay, Sydney; J. P. McLean, 
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Antigonish; C. A. McLaren, Moncton; 
G. T. Medforth, Amherst; J. C. Mitchell, 
Wolfville; W. H. Murray, Springhill; 
E. D. Murphy, Sydney; G. A. Nicol, 
Mahone; C. T. Nisbet, St. John: F. J. 
Nisbet, St. John; R. Perry, Moncton; F. 
A. Pimple, St. John; Mr. Pippy, Spring- 
hill; H. W. Rafus, Truro; C. McD. 
Smith, Sydney; E. Summers, Wolfville; 
G. M. Totten, Sydney; Eugene Vinet, 
Montreal; J. E. Wilson, Boston; C. H. 
Wright, Wolfville. 

The success of Nova Scotia’s first 
electrical convention cannot be ques- 
tioned. The chairman states that this 
will be the first of many, but that Hali- 
fax has no desire to monopolize them. 
The matter of the location of the next 
convention will be considered by the 
Executive Committee and suggestions 
are in order. 


Toronto Electragists Meet 


Get Together Meeting Held in King Ed- 
ward Hotel, Toronto, August 22 


On Monday evening, August 22, an 
interesting get together meeting of elec- 
tragists was held in the King Edward 
Hotel, Toronto, Ontario, at which K. A. 
McIntyre, chairman of the Ontario As- 
sociation of Contractors and Dealers, 
presided. 

There were two main points that fea- 
tured the general discussion. The first 
was the feasibility of establishing a flat 
rate for the sale and installation of elec- 
.ic ranges. The second referred to 
price cutting campaigns which have 
been inaugurated or proposed by a num- 
ber of Canadian manufacturers. 

Wm. L. Goodwin, who was able to 
attend the meeting on his return from 
the Nova Scotia Electrical Association 
convention, took a major part in the dis- 
cussion. On the question of certain 


municipalities establishing too low a 
price on ranges installed, he urged the 
entire practicability of the fixed price 
policy, and pointed out that gas stoves 
and many other things have aiways been 
sold on this basis. So long as the price 
fixed included the necessary overhead, 
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depreciation and profit, there could be 
no objection to the policy. 

Mr. Goodwin did not, of course, ap- 
prove of the municipalities maintaining 
their own installation staffs when elec- 
trical contractors were available who 
would do this work, and he suggested 
in every case that the electragists in any 
town should confer with the manager 
of the municipal enterprise, and give 
him the value of their experience in the 
way of cost data, so that he might ar- 
rive at a correct figure of cost and an 
arrangement might be msde whereby 
the electragists should agree to carry 
out this work for the municipality at 
this figure. 

Mr. Goodwin further said he did not 
believe any municipality could have any 
object in installing ranges at less than 
cost. The municipalities desired and 
required a profit, just as the individual 
dealer did, and hence would not know- 
ingly fix the price at a figure that would 
not be as satisfactory to the individual 
dealer as to themselves. 

On the question of price cutting, Mr. 
Goodwin expressed himself as absolute- 
ly opposed to this policy and he strong- 
ly condemned the boycotting of indi- 
vidual manufacturers. He also pointed 
out that for any electragist to voice his 
disapproval of this latter practice by 
sending a resolution to the manufac- 
turer would be ineffective in view of the 
fact that various makes of appliances 
are usually carried by every electra- 
gist and the manufacturer naturally 
would not care about the opinion of the 
electragist who was carrying someone 
else’s product. 

Instead, he forwarded the suggestion 
—which was afterward adopted—that 
when any manufacturer was considered 
to be overstepping the ethics of mer- 
chandising, a committee should be ap- 
pointed from among and by the elec- 
tragists who were handling this manu- 
facturers product, and that they should 
confer with this manufacturer, point out 
the views of their fellow electragists and 
arrive at an arrangement for future oper- 
ations that would be satisfactory to both. 





Another View of Assemblage at Nova Scotia Convention of Electragists Held at Halifax 
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Wisconsin State Association 
Electric Show 


As announced in previous issues of 
Electrical Contractor-Dealer, the Mil- 
waukee district of the Wisconsin State 
Association of Electrical Contractors 
and Dealers will hold a giant exposi- 
tion during the week of October 24 to 
30. The show will take place in the 
Milwaukee auditorium, and the entire 
exposition hall will be used. 

Two-thirds of the exposition hall will 
be devoted to displays of electrical 
household conveniences and appliances, 
and factory and home _ equipment. 
Among the important features will be 
the erection of an electrical bunzalow. 
This will be completely furnished as an 
electrical home, and will have not only 
all possible electrical conveniences but 
will also be fitted up with every con- 
venience outlet. 

Other features will be the very latest 
in lighting effects, etc., and an electri- 
cal grill for the free use of demon- 
strators, salesmen, and others attending 
the show. The most popular lady of 
the city will be crowned “Queen of the 
Show” by the deciding vote out of 
200,000 ballots which have been dis- 
tributed by the local electragists for 
this purpose. 

Every effort will be made by con- 
tractors, dealers, supply jobbers, and 
manufacturers to make this the higgest 
and most successful event in the history 
of electricity. All electrical interests 
will be brought in close touch through 
special arrangements, and each will be 
informed of the activities and services 
of the other. 

Electragists should welcome this ex- 
position not only as an opportunity to 
secure direct returns themselves but also 
as a means of promoting the entire elec- 
trical industry. 

Michigan State Meeting 

H. A. Roseberry of Grand Rapids, 
Michigan, chairman of the 
Michigan State Association of Electrical 
Contractors and Dealers, is arranging 


who is 


to hold the next meeting of the state 
organization in Grand Rapids on Thurs- 
day, October 20. 

Laurence W. Davis, special repre- 
sentative from National Headquarters, 
will attend this meeting, and Mr. Rose- 
berry promises that a number of con- 
tractor-dealers from Muskegon, Grand 
Haven, Holland, and other sections, 
who are not members, will be present 
and offer themselves as good material 
for Mr. Davis to enroll as electragists. 
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Watch Presented to J. E. 
Wilson 


Secretary of Massachusetts State and Bos- 
ton Local Organizations Highly 
Honored 

Word has been received from Boston 
that James E. Wilson, who is the Sec- 
retary of the local organization of Elec- 
trical Contractors and Dealers and also 
State Secretary of the Massachusetts 
Association, has been highly honored. 

On August 9 Mr. Wilson was invited 
to attend a dinner at the Boston City 
Club at which he found a number of his 
friends and associates. No hint had 
been given him of the intentions of 

















J. E. Wilson 


those present. But during the dinner 
he was presented with a beautiful gold 
watch, accompanied by the following 
letter: 


Dear Mr. Wilson: 

Some men so weave their per- 
sonality and intense interest into 
whatever cause or work they are 
engaged that they become an al- 
most indispensable part of the 
organization, 

Work so willingly performed 
reflects much credit on the doer 
and the Association and adds 
greatly to that kindly feeling of 
good fellowship so much need- 
ed among business men today. 
Your untiring efforts in behalf 
of the Electrical Contractors of 
Boston and of the entire State of 
Massachusetts has won a place 
in their hearts that will remain 
long after you have ceased your 


labors. 
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We all know you as our “Jim” 
Wilson and it is because of this 
sincere feeling of good will that 
we were moved to a show of ap- 
preciation and esteem by present- 
ing to you this package of Time. 

We hope that you will find it 
useful, accurate, and an ever 
present reminder of our most 
kindly feeling toward you. 


The letter bore the signature of Geo. 
B. Quinby of Boston, who is the Chair. 
man of the State Association, and was 
conclusive proof of the affection and 
esteem in which Mr. Wilson is held by 
the electragists of his City and State. 

Of course the genial Secretary was 
elated, and appropriately acknowledged 
the presentation of the handsome time- 
piece, and Mr. Wilson’s many friends 
throughout the entire country will be 
pleased to know that his untiring efforts 
in the electrical industry have been 
recognized in this manner. 








Davis’ Work Fruitful 


Denver Electric League Reports Worthy 
Effort of Special Representative 


To intensify the development of the 
Electrical Codperative League in Den- 
ver and at the same time place the con- 
tractor-dealers of the city on a more 
coéperative working basis, the League 
secured from the National Association 
of Electrical Contractors and Dealers 
the services of its special representative, 
Laurence W. Davis, for a month. 

Davis has just completed his tour of 
duty and because of his success in Den- 
ver, the Codperative League in Salt 
Lake City has secured his services for 
a week. His work there, it is under- 
stood, is to do on a small scate the pro- 
gram which was carried out in Denver. 

Reports from Denver indicate that 
Davis spent a strenuous month with 
meetings of the League and of the Con- 
tractor-Dealers’ Association. Immedi- 
ately upon his arrival, a big get together 
meeting was held, at which Davis was 
the only speaker. He outlined plans 
for development of the codperative 
work and according to T. O. Kennedy, 
chairman of the League’s advisory com- 
mittee, results are already being real- 
ized. 

Both the general and division meet- 
ings of the electragists were addressed 
by Davis and as the result of a confer- 
ence held by the Appliance division, a 
code of ethics for the merchandising of 
electrical equipment and appliances was 
promulgated and later ratified by the 
entire association. 
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Throughout his stay in Denver, Davis 
is said to have worked for the better- 
ment of better merchandising, especi- 
ally as to salesmanship, advertising 
and displays in windows in stores. 
Definite campaigns for the improvement 
within their own shops were undertaken 
by a number of merchants. One of the 
high class appliance stores, through 
Davis’ counsel, immediately changed 
the layout of the store, made contracts 
for redecorating and changing the front 
display windows, in so far as the archi- 
tecture of the building would permit. 

How to properly estimate jobs .and 
figure overhead and turnover was ex- 
plained to the dealers, whether it was 
at a meeting, or in the shop or store 
of one of the members. The books of 
eight firms were analyzed and the re- 
sult showed that a number of the deal- 
ers and contractors were putting down 
figures which meant little in the final 
conduct of the business. Correction 
of these errors with advice as to the 
conduct of a proper system was made 
by Davis. 

The last big meeting held August 
30th was attended by over a hundred 
representatives of the four branches of 
the industry in Denver. It was at that 
meeting that the extensive codperative 
advertising campaign was announced. 
A quota of five thousand dollars was 
subscribed and immediate arrangements 
were made to lay out the campaign in 
the Denver newspapers. 

Davis recommended an appropria- 
tion of 2% of the gross business done 
during the year for advertising pur- 
poses, one fourth of 1% to be applied 
on the codperative campaign, the bal- 
ance to be used in a logical manner 
which would tie in with the big cam- 
paign. 

Judging from remarks of League 
members in Denver, Dayis’ engagement 
is considered an excellent investment. 
A number of dealers have stated that 
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only through vision and _ experience 
such as Davis possesses could the situa- 
tion be defined and analyzed so rapidly. 

Before Davis left Denver, there was 
presented to him by the League mem- 
bers a brief case, an engraved gold pen- 
cil, and a certificate for stock in the 
Electrical Home, as a mark of apprecia- 
tion for the good work he had accom- 
plished and the guidance he had given 
to S. W. Bishop, executive manager of 
the League, as to the future program 
to be followed. 


Airplane Anniversary for 
Harry Alexander 


Celebration at Monmouth Beach, N J., in 
Honor of Fiftieth Birthday and Thirty- 
first Year in Business 

To those long connected with the 
electrical contracting industry the news 
than an airplane birthday and business 
anniversary was given to Harry Alex- 
ander of New York City will be re- 
ceived with not a little interest and com- 
ment. The celebration and shore din- 
ner took place at Green Gables, Mon- 
mouth Beach, N. J., on August 6, in 
honor of Mr. Alexander’s fiftieth birth- 
day and his thirty-first year established 
in business. 

It had been the intention of Mr. 
Alexander’s family to. give him a little 
surprise party but Mr. Alexander got 
wind of it and decided to have a real 
party. He conceived the idea of a shore 
dinner and in order to add zest to the 
occasion he arranged for an airplane to 
take those who wished to go up in ten 
or fifteen minute flights. 

On hearing these plans, Mr. Alex- 
ander’s office. force immediately de- 
cided to go him one better and they 
arranged to invite a number of old 
business friends and associates, and to 
transport them to the shore dinner by 
airplane—though option of going by 
boat or train was given. 














The Big Birthday Cake With its Fifty Candles, Miniature “Meet Me At the Fountain” at 


Right and Traveling Crane at Left 
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The boss was indeed surprised when 
these guests began to arrive by boat 
and train—and then by air. And it 











F. Angus and Miss E. M. Robinette Just 
Arriving at Green Gables 


speaks well for the valor of his office 
force and friends that seventeen made 
the trip by airplane. 

A feature of the affair was the menu, 
the cover of which represented a map 
of New York harbor showing the air- 
plane route from the starting point at 
Columbia Yacht Club to Green Gables. 
Inside were airplane photographs of 
lower New York and Liberty Island, the 
last page containing the menu. 

About fifty guests sat down to the 
table, arranged in the form of a horse- 
shoe, at the head of which were three 
set pieces consisting of a huge birthday 
cake with fifty red, white and blue 
candles; a model of the Siegel-Cooper 
building foundation, fittingly inscribed; 
and a miniature underground third rail 
system with travelling crane, such as is 
used in dry dock work. All of these 
set pieces were made by the office force. 

The foundation represented Mr. Alex- 
ander’s connection with the Siegel- 
Cooper building since its inception in 
1895 to the present, he having designed 
and installed the entire electric and 
mechanical equipment on this building, 
and since having been retained as super- 
vising engineer. The third rail model 
was made on account of the fact that 
Mr. Alexander was one of the first to 
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rail construction. 

Following the introduction various 
toasts in the form of “slams,” all in 
rhyme, were given by old friends and 
business acquaintances. 

Another feature of the affair was the 
presentation to Mr. Alexander of a book 
entitled “Some Reasons Why.” This 
book was the work of Mr. Alexander’s 
secretary, Miss E. M. Robinette, in 
which was outlined in rhyme the high 
spots in Mr. Alexander's career, and 
also contained the of his 
friends. 

Mr. Alexander received many hand- 
some gifts, and appropriate souvenirs 
were given to all present. The entire 
affair was a great success and all voted 
they would like to repeat the occasion 
each year. 


“slams” 


Denver’s First Electragist 


Of interest to electragists generally 
and to those in the Colorado district in 
particular will be the news that the 
Sturgeon Electric Company of Denver 
has won the distinction of being the 
first electragist in that city. 

Twenty four hours afier Field Repre- 
sentative Davis had announced at the 
recent general meeting of the Denver 
Codperative League the new name for 
electrical contractors and dealers, Mr. 
Sturgeon had the name boldly dis- 
played in gold letters on his store win- 
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Twenty-four Hours After D. D. Sturgeon 

Learned of His New Title, He Had it in 

Gold Letters on His Show Window, the 
First Electragist in Denver 





advance the idea of underground third — 


ELECTRICAL CONTRACTOR-DEALER 


dow front, as shown in the accompany- 
ing illustration. 

This speaks well for the prompt 
business policies of this western elec- 
tragist and also clearly evidences the 
timeliness of the new name. 


Birthday Remembrance 


Goodwill Promoter of Westinghouse Forces 
Receives Fine Set of Jewelry 


Samuel Adams Chase tells his friends 
that he is not so far along in years that 
he neglects to celebrate his natal anni- 
versaries—although he admits that he 
is not so young as he used to be. 

Somewhere around the last days of 
August Mr. Chase was about to cele- 
brate one of these annual events, when 
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Samuel Adams Chase 


he was called into the general offices of 
the Westinghouse: Electric & Manufac- 
turing Company at East Pittsburgh, and 
found a group of his fellow workers 
gathered to do him honor. 

Mr. Chase was then and there con- 
gratulated on reaching another mile- 
stone on the highway of life, and then 
presented with a beautiful set of studs 
and buttons for his evening dress equip- 
ment. 

Nobody seems to know just how long 
Mr. Chase has been an active member 
of the Westinghouse forces, but his old 
friends declare that Sam Chase and 
Westinghouse are synonymous terms in 
the trade, and they cannot determine 
which one comes first. 

Mr. Chase is proudly exhibiting his 
fine set of jewelry and says that he will 
continue to have birthdays for many 
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years to come—at least until he reaches 
the age where he can boast of the num. 
ber of years he has lived, and let live, 


Installation of New Lighting 
System 


The new Strand Theatre, a combina.. 
tion vaudeville and motion picture 
house at White Plains, New York, 
opened last month with an entirely new 
and unique system of lighting. 

This new system was installed by 
Miss Beatrice Irwin, the lighting speci- 
alist, who addressed the anniversary 
convention at Buffalo last July on the 
effect of color lighting. 

This is the first time that Miss Ir. 
win’s invention, called Nuralite, has 
ever been used in such a theater, and 
the results are said to be highly satis- 
factory in every particular. It is 
claimed that there is no glare and that 
the peculiar glow resulting from this 
system is most pleasing to the eye. 





Second Home Electric 


Cleveland announces the opening of 
its second electrical home, and it is said 
that this one is even more elaborate and 
more fully equipped than the first. It 
has ninety-five electrical outlets in all, 
thirty-five being strictly for convenience 
purposes. A total of thirty-two electric- 
al appliances have been installed. 
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The New Secretary-Treasurer—Farquson 
Johnson—of the National Association 1s 
Caught by Snapshooter A. Lincoln Bush of 
the Independents, New York City, in @ 
Happy Mood With His Friend Bill Goodwin 
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New League Gets Slogan 


Rhode Island Electric League Gives Elec- 
tric Ironer for Best Slogan 


On August 9, the board of judges of 
the Rhode Island Electrical League 
Slogan Contest awarded the $175 elec- 
tric ironer to Miss Elsa C. H. Ander- 
son for suggesting the slogan, “Every 
Day, the Electric Way.” Two hundred 
and thirty-seven contestants sent in sug- 
gestions and each person being permit- 
ted to send in as many as he or she de- 
sired the number per contestant varied 
all the way from a single suggestion to 
thirty-two. The winner made three 
suggestions. 

There was one feature about this con- 
test that was interesting. In spite of the 
fact that no effort was spared to make 
it just as plain as possible that the 
slogan desired was for electricity and 
that the ironer was merely the prize 
offered, a surprisingly large number of 
suggestions actually mentioned the 
ironer and such slogans of course could 
not be considered. 

As an example, the suggestion “Little 
Rhody’s Big Valet,” indicates that the 
contestant was thinking of the ironer 
rather than electricity. “No Procrasti- 
nating. Buy your Ironer Now,” shows 


*how far some of them missed the point. 


There were a number of puns made on 
Watt and Franklin which received a 
good deal of attention. A great many 
of the thousand suggestions made were 
naturally of little value but there were 
a number of excellent suggestions, and 
apparently a considerable amount of 
interest was aroused in electricity. 


Due consideration must be given to 
the fact that this contest was run for 
but one month and that the month of 
July which happened to be a very hot 
month and not conducive to deep think- 
ing. There is no way of ascertaining 
just how many people were brought into 
the dealers stores as a result of the con- 
test but one dealer estimates that at 
least a hundred people spoke to him 
about it and that more than a hundred 
contest blanks were given out in his 
store. 

The trouble with a great many of the 
suggestions was that they were too long. 
Many people apparently do not realize 
that the best slogan is the one that is 
composed of a few short words. As an 
example one contestant suggests, “An- 
chor Your Faith to Electric Service, It 
will Serve you Well.” A study of the 
suggestions that did not win the prize 
should serve of considerable value in 
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studying the effect of advertising upon 
the people. In any case it will indicate 
in a more or less rough way just about 
what percentage of people are likely to 
get the correct impression from the ad- 
vertising that is used. 


N. E. L. A. Meeting 

On August 23-25 the Michigan divi- 
sion of the National Electric Light As- 
sociation had an interesting meeting at 
Ottawa Beach, Michigan. 

In connection with jobbing interests 
it was decided to inaugurate an intens- 
ive get together campaign to bring the 
various state groups to an appreciative 
attitude regarding the electrical indus- 
try and its duty to the public. 

Wm. L. Goodwin and Samuel Adams 
Chase were among the attendants and 
their words of wisdom and advice went 
far toward encouraging the work of the 
committee appointed to devise ways and 
means of getting together. 


Doing Europe 

Word has been received at National 
Headquarters from William J. Shore, 
a prominent electragist of New York 
City, who left home with his wife early 
in July for an extended trip in Europe. 

Mr. Shore wrote from Paris in August 
that they were having a wonderful time 
sight seeing, and that he was reminded 
of business only when he saw an elec- 
trical establishment in some foreign 
place. 

It is hoped that Mr. Shore will favor 
our readers with his impressions of 
electragy abroad at some future time. 














Left to Right, Frank Watts of the Electri- 

cal Record and J. F. Buchanan, Jr., Phila- 

delphia, Went Over the Golf Bumps at 

Buffalo in Ten More Than Bogie—What- 
ever That Means 
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Fixture Dealers Meet 


The Lighting Fixture Dealers Society 
will hold its annual convention during 
the Fixture Market in Milwaukee, Janu- 
ary 30 to February 2, inclusive. 

Convention sessions which will take 
place each morning will end promptly 
at noon and will join at luncheon with 
the Illuminating Glassware Guild and 
the National Council of Lighting Fix- 
ture Manufacturers. 


Solomon Davis Plans Return 


to America 
Past President of New York State Asso- 
ciation Wants to Leave Japanese Home 
to Live in U. S. A. 

“100% Sol” is coming back—maybe. 
He says: “I want to go home! and if 
the ship sails, I will be on her on Octo- 
ber 6 next.” But before he finishes 
writing he points to his trip of about a 
year ago made with a similar objective, 
which when he found living and other 
costs so high in the United States, ended 
in his going back to Japan. We trust, 
however, this is not a false alarm, and 
that our honorable representative of the 
Orient is coming to stay this time. 

Here’s what he says in a letter just re- 
ceived, which we are pleased to pass 
along to the many friends in the Na- 
tional Association: 

It is true I leave Japan with many 
regrets, there is a charm in both the 
country, its history, its art and customs, 
as all observant travelers will agree; 
but who would recognize “Bei ko ku” as 
“America”? 

I am going to try and make a home 
in California, probably in the neighbor- 
hood of Los Angeles, whose climate is 
as near perfection as any in America. 
I am thinking of building a bungalow 
and arranging it partly in the Japanese 
style, and am taking over some of the 
furnishings for it. 

There it will be my delight to receive 
the friends of former years and be told 
of others’ experiences. Is that not “a 
consummation devoutly to be wished”? 

And yet, I made a start under similar 
circumstances about a year ago with the 
same object in view and when I arrived 
in America found the cost of living such 
and the expense of building such that I 
was glad to flee the country for the time 
being. I am again returning to see if 
“reason again rules”—if so to remain, 
if not to possibly come back to the 
Orient. 

"Here the party in power politically— 
Seiyukai—seemed to have studied the 
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economic theories carefully of both 
Great Britain and the U. S. A., and then 
as the gamblers say “coppered” them. 
The result is that with the exception of 
raw silk, cotton goods and rice, nearly 
everything is at almost the war peak. 

Over a year ago the price of the first 
was broken by the merchants here rais- 
ing the price to such a point the Occi- 
dent would not buy and the “bubble” 
burst. The second’s market price is con- 
trolled by the price of the raw material 
in America; and the third’s, by the price 
rice can be brought into the country 
from other Oriental countries. The gov- 
ernment tried to keep the price up by 
buying foreign rice but found after pur- 
chasing a very large amount and storing 
it—they still have it—that, like the fel- 
low who tried to drink all the whiskey, 
they could make it faster than he could 
consume it. 

The government not alone during the 
war issued notes covered by assets in the 
national treasury but against funds on 
deposit in foreign countries, which was 
bearing interest there. So that even to- 
day though the note issue has been re- 
duced, the country is flooded with notes 
of as small denominations as ten sen 
(Se). 

It just occurs to me that today one 
year ago, I made my formal retirement 
from active business and was the re- 
cipient of a graceful compliment on the 
part of my fellow members of the Elec- 
trical Contractors’ Association of New 
York City, an occasion of which I shall 
always have tender recollections of those 
who honored me. 


N. E. L. A. Plan Motion Pic- 
ture Program 

A motion picture program is being 
planned by the National Electric Light 
Association of New York City, to sup- 
plement its good will advertising in 
magazines and newspapers, so that 
members may have a larger opportunity 
to codperate in making the advertising 
movement a great success, 

Throughout the summer manufac- 
turers have continued their advertising, 
and many member companies, appreci- 
ating the value of the messages con- 
tained in these advertisements, have re- 
produced them in local newspapers and 
have continued to assist in the program 
by the distribution of pamphlets and 
other material. A number of the most 
popular mediums are already scheduled 
for the Fall campaign. ; 

Since the good will program was in- 
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stituted a year ago, a decided improve- 
ment is noticeable throughout the 
country in the attitude of the public 
toward central station companies. And 
it is reasonable to assume that this im- 
provement is largely due to this co- 
operative advertising and direct mail 
publicity of the Association and its 
members. 


First Annual Picnic 


On August 24 the first annual picnic 
of the Denver Electrical Coéperative 
League was held at Elitch’s Gardens. 
Fun from start to finish was the day's 
slogan and it was carried out in every 
way. 

In the afternoon a four inning out- 
door baseball game was played by the 
central station and electragist teams. 
Then the jobbers and manufacturers 
played a two inning game, indoors. 
Foot races and other special events 
were staged throughout the afternoon, 
after which “gorgeous and dazzling 
prizes” were awarded to the first, second 
and third winners of the various con- 
tests. A basket dinner was arranged 
for 6:00 p. m., and free dancing, in- 
cluding prize dances, was enjoyed dur- 
ing the evening. 


Merit Badge Suggestions 

In order to develop interest in elec- 
tricity on the part of Boy Scouts and 
also assist the merit badge examiners in 
their work of giving examinations in 
electricity, Robert S. Hale of Boston 
has prepared a pamphlet entitled, “Elec- 
tricity Merit Badge Suggestions - for 
Examiners.” 

This pamphlet is authorized by the 
Court of Honor and has been approved 
by the organization of Boy Scouts of 
America, It will be used in connection 








Jack Buchanan, Son of J. F. Buchanan of 
Philadelphia, Wields a Wicked Golf Club, 
the Hundredth Part of a Second Being 
Clearly Photographed in This Snap Shot 
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with the pamphlet issued on this sub. 
ject by the national headquarters of the 
latter organization. 

“Electricity Merit Badge Suggestions 
for Examiners” will also prove a valu. 
able help to electragists, central sta. 
tion employes and others interested jn 
the practical and theoretical questions 
usually asked by examiners. 


Idaho Electrical Interests 


The semiannual convention of the 
Southern Idaho Association of Electri- 
cal Contractors and Dealers was held 
on September 4-5 at the Chamber of 
Commerce of Boise, Idaho. 

After the roll call at ten o’clock on 
the morning of the opening session, an 
address of welcome was given by Mayor 
E. B. Sherman. Then followed the 
business session which included the ap. 
pointment of several committees, syn- 
opsis or reading brief of the meeting 
of preceding session at Twin Falls, and 
remarks by the president. 

In the afternoon, delegates and visit- 
ors were taken on a trip to the Arrow. 
rock Dam, leaving the Owyhee Hotel at 
1:45. On the return trip a stop was 
made at the “Nat,” where all had the 
opportunity of enjoying excellent bath- 
ing and other sports. A special busi- 
ness session was held during the even- 
ing. 

The second day’s session on Septem- 
ber 5 was devoted to papers and ad- 
dresses covering many phases of the 
electrical industry. Professor H. T. 
Plumb, engineer of the General Elec- 
tric Company, Salt Lake City, read a 
paper on “Looking Into the Future,” 
and F. R. Venable of the Montana Elec- 
tric Company, Butte, Montana, read a 
very able article which he had delivered 
the previous week at the Architect’s As- 
sociation of Montana, entitled “Co- 
operation with the Architect.” FE. E. 
Brazier and C. C. Campbell, both of 
Salt Lake City, spoke upon “Merchan- 
dising vs. Electrical Wiring” and 
“Store Windows and Store Arrange: 
ments,” respectively. 

Special Representative Davis of the 
National Association brought a mes 
sage of codperation from the National 
organization to the Southern Idaho 
Association and gave a talk illustrated 
by charts covering the various phases 
of the electragist’s business. One of 
the outstanding features of the program 
was the address of Dean Stephen I. 
Miller of Washington University, at 
present serving as secretary of the 
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Northwest Electric Development Lea- 


gue, Seattle, Washington. Dean Mil- 
ler’s address on “Codperation and the 
Electrical Industries” not only outlined 
the proposed program of his League but 
covered very fully the possibilities of 
the electrical industry through greater 
cooperation. 

The convention closed that evening 
with a banquet served at the Owyhee 
Hoiel through the courtesy of the Idaho 
Power Company, at which several talks 
in a lighter vein were given by various 
speakers including an address on the 
subject of “Business Management” by 
Senator I. E. Rockwell. At the close 
of the convention a number of delegates 
made application for membership in the 
National Association, and a determined 
effort will be made to build up the 
National membership through the 
Southern Idaho Association. : 


Chicago Architect’s Specifi- 
cations 

S. N. Tideman of the Pierce Electric 
Company, Chicago, sends the following 
announcement: I submit below an ex- 
tract from a specification by a well 
known Chicago architect, which is 
worthy of being published for emula- 
tion by such of your readers as have 
specifications for electrical work in 
charge: 

Provide suitable meter boards, paint- 
ed. By meter boards is meant some- 
thing better than the rough-neck boards 
seen erected by some _ electricians, 
where the surface of the board looks 
as if the electrical armstrong man had 
broken the lid off a packing box and 
nailed it up. ; 


Recommends E M F Year 
Book 


National Association Committee Considers 
Volume Valuable for Electragists 

The National Executive Committee at 
its Buffalo meeting last July appointed a 
committee with power to act in relation 
to endorsing the E M F Electrical Year 
Book for use by the National Associa- 
tion. The committee has reported fav- 
orably on the matter, and a special bul- 
letin is now being prepared to be sent 
to all members. 

The E M F Electrical Year Book, pub- 
lished by the Electrical Trade Publish- 
ing Company of Chicago, of which the 
first edition is just off the press, con- 
tains a wealth of practical data and in- 
formation about each branch of the elec- 
trical industry. It not only fills the 
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recognized need for an annual electrical 
trade directory, but has included in it a 
fund of up to date facts on things and 
activities electrical, thus making a year 
book that is also an encyclopedia and 
dictionary. The whole text is arranged 
alphabetically to give the greatest facil- 
ity of reference and eliminate need for 
looking up an index or table of contents. 

This book is of the greatest value to 
electragists because of the very thorough 
manner in which all electrical appli- 
ances, accessory apparatus, supplies, 
etc., are classified. There are over 2900 
such classifications and subclassifica- 
tions, for each of which is given a com- 
plete list of American and Canadian 
manufacturers. These classifications 
cover all the devices, fixtures and ac- 
cessories that a contractor uses in his 
business, and all of the appliances, 
lighting equipment and other specialties 
that a dealer ever sells in his store, be- 
sides the equipment for the general 
store, repair shop or service station. 

There are also listed all the equip- 
ment used by central stations, electric 
railways, telephones and_ telegraph 
companies, and the many other branches 
of the industry, which enables the con- 
tractor to find every producer of any 
equipment he uses frequently, and also 
the producer ‘whom he patronizes only 
occasionally. At the head of the classi- 
fied listing of each product is a descrip- 
tive definition of it, its various types, 
uses and advantages. 

To aid further in quickly getting in- 
formation concerning any manufacturer 
about price quotations or other data 
urgently needed, there is a separate en- 
try for every manufacturer, giving loca- 
tion of factories, branch and district of- 
fices, sales representatives, etc. 

Almost 5,000 trade names of electri- 
cal and related products are listed, from 
which one is enabled to find out instant- 
ly what manufacturer uses any partic- 
ular trade name specified for a certain 
product, or who makes any appliance 
brought in for repairs or replacement 
for which only the trade name is known. 

In addition to the various listings of 
manufacturers, products and _ trade 
names, there are several thousand mis- 
cellaneous definitions, articles and en- 
tries containing a wealth of useful in- 
formation about electrical matters of all 
kinds. Of special interest to contrac- 
tors and dealers are the articles giving 
statistics and other facts on electrical 
merchandising, contracting, wiring, ap- 
pliances, electrical codes, associations 
and societies, schools and patents, etc. 
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Since no publication has for a great 
many years covered all of the electrical 
industry, the E M F Electrical Year 
Book enables one to get a better perspec- 
tive of this big industry, and of the rela- 
tion of his branch of it to the others. It 
is amazing to find out how extensive and 
diversified are the applications of elec- 
tricity. By the use of this book the elec- 
tragist can keep in touch with the latest 
of these applications and can get many 
ideas that should prove valuable in im- 
proving and broadening his own busi- 
ness. 


News Notes Concerning Elec- 
trical Contractor-Dealers 


Business Changes, Store Improvements, 
and New Establishments Opened 
Haviland Electric Company will 
open a branch store carrying electric 
supplies at 10 South Main Street, Ham- 
ilton, Ohio. 


Phillips Electric Company, successor 
to Ray C. Hall, has opened an electric 
appliance store at Ellis, Kansas. 


C. A. Foves and L. M. Harrington are 
opening a new electric supply store at 
Redwood Falls, Minnesota. 


Dickinson Electric Company is open- 
ing an electric appliance business at 
Dickinson, Texas. Incorporated capital 
$2,000. Incorporators: J. M. Parke 
and others. 


The Thor Electric Shop will open a 
new store carrying electric supplies at 
18 East Market Street, Canton, Ohio. 


Apex Rotapee Company is reported to 
have opened an electric supply store at 
203 South 19th Street, Omaha, Ne- 
braska. 


Ralph McElnee has opened an elec- 
tric appliance store at Greensburg, Kan- 
sas. 

A. L. Clemmons is opening a new 


electric supply store at Market Street, 
Brookville, Ohio. 


J. Barrett and John Fische are report- 
ed to have opened an electric supply 
business at the Reed Building, Lady- 


smith, Wisconsin. 


A. C. Day Electric Company in the 
supply business at 13,943 Euclid Ave- 
nue, Cleveland, Ohio, has also opened a 
branch store at 13,013 Kinsman Road. 
E. C. Cook is manager. 


Taylorville Electric Company is open- 
ing a new supply store at Taylorsville. 
Incorporated capital $16,000. —_Incor- 
porators: H. W. Mayfield and others. 
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Hallsville Electric Company of which 
Walter Summers and Arthur Wright are 
proprietors, is opening a new store car- 
rying electric supplies at Hallsville, 
Texas. 

L. W. Hevey has opened an electric 
appliance store at 1153 Harrison Ave- 
nue, Beloit, Wisconsin. 


Amazon Electric Shop will open a 
new supply store at 605 North Tower 
Avenue, Centralia, Washington. 


Central Electric Company of which H. 
G. Butler is proprietor, is reported to 
have opened a new store carrying elec- 
tric supplies at 73 Parsons Avenue, Col- 
umbus, Ohio. 

Modesto Electric Company has _re- 
opened its business in which a full line 
of electric appliances will be carried. 

Hampshire Electric Shop of which 
H. W. Ratz and Harry [hm are propri- 
etors, have opened a new appliance store 
at Hampshire, Illinois. 


J. B. Stickney has opened a new elec- 
tric supply store at Waterville, Ohio. 
In business formerly at Bowling Green, 
Ohio. 


Comet Electric Company will open a 
new appliance store at Klamath Falls, 
Incorporated capital $2500. 
Incorporators: Howard A. Uhlig and 
others. 


Oregon. 


Haloos & Halvorson are reported to 
have opened an electric appliance store 
at Fosston, Minn. 


William Drumm has opened a_ new 
store carrying electric appliances at 
Stockton, Kansas. 

The Knecht-Feeney Electric Company 
in business at Mt. Vernon, will open a 
new supply store at Danville, Ohio. 

Brown Electric Company of which 
Guy Ellis is manager, is Opening a sup- 
ply store at Haddam, Kansas. 

H. B. Oelkers will open a new elec- 
tric appliance store at 118 West Wash- 
ington Street, East Peoria, Illinois. 

S. & S. Service Electric Company in 
the appliance business at Alhambra, 
California, are erecting a new building 
at 5 South Garfield Avenue and will 
move to same when completed. 

\. B. Weeks formerly in the electric 
supply business at 2634 Colchester Ave- 
nue, Cleveland, Ohio, is opening a new 
store at 6904 Lorain Avenue. 

Phillips Electric Company has opened 
a new appliance store at Norton, Kan- 


Sas. 
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Grob Electric Supply Company will 
carry a full line of electric appliances 
including washing machines and sweep- 
ers, at Cullman, Alabama. 


McCullogh Electric Company has re- 
modeled the electric supply store at 418 
Washington Street, East Liverpool, 
Ohio, and will continue to conduct busi- 
ness there. 


Raymond James Electric Company is 
reported to have opened a new appli- 
ance store at 115 South Fourth Street, 
Louisville, Kentucky. 


Parsons Electrical Company of which 
R. R. Howe is manager, has opened a 
new store carrying a full line of electric 
appliances at Vinita, Oklahoma. 


Fred and Carl Luthin have opened an 
electric appliance, heating and plumb- 
ing business at 831 South Eighth Street, 
Quincy, Illinois. 


A. L. Smith and C. A. Larson are 
opening a new electric supply store at 
1214, Division Street, Ashtabula, Ohio. 


Brook Anderson Electrical Company 
has opened a new supply store at 23514 
East Main Street, Lexington, Kentucky. 


William C. Henn Electric Company is 
opening a new appliance store at Mexi- 
co, Missouri. 

Couchman Electric Company of which 
Floyd H. Couchman is proprietor and 
successor to Cole and Couchman, will 
continue to conduct the electric supply 
business at Garden City, Kansas. 

Kling-Young Electric Company has 
opened a new store carrying a full line 
of electric supplies at 318 West Third 
Street, Dayton, Ohio. 


Richard Brady is reported to have 
cpened a new electric supply store at 
Lake Geneva, Wisconsin. 


Jacob Lanban Company at present lo- 
cated at 115 South Fourth Street, Louis- 
ville, Kentucky, will move to 223 South 
Eighth Street, where a new electric sup- 
ply store will be opened. 


Wagner’s Electric Service is reported 
to have opened a new supply store at 
315 East Fifth Street, Cincinnati, Ohio. 

Deko Electric Supply Company will 
open a new appliance store at 919 Pine 
Street, St. Louis, Mo. 


W. C. Ware and S. J. Kenholts, suc- 
cessors to the Electric Service & Con- 
struction Company, have opened an elec- 
tric supply business at 3225 East Ana- 
hell Street, Kelly Building, Long Beach, 
California. 
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Edward Dawson is opening an elec. 
tric supply store at East Washington 
Street, Ross Building, Frankfort, In. 
diana. 


Personals and Trade Notes 
of the Industry 


F. W. Price, who for several years 
has been associated with the Apex Elec. 
trical Distributing Company, as south- 
ern district manager, has been pro. 
moted to the rank of eastern dis. 
trict manager, taking in the terri- 
tory of Metropolitan New York, East- 
ern Pennsylvania, New Jersey, Mary- 
land, West Virginia and Virginia. R. 
H. Short, who has been associated with 
Mr. Price as assistant is now in charge 
of the entire southern district. 


The Mills & Lupton Supply Company 
of Chattanooga, Tenn., have become 
distributors for lamps manufactured at 
Salem, Mass., by the Hygrade Lamp 
Co., in that territory. 


In order to overcome the apparent 
inertia that has developed in certain 
quarters of the lighting industry, the 
Duplex Lighting Works of General Elec- 
tric Company recently inaugurated a 
merchandising campaign by mail among 
its distributors and the central stations. 
This campaign includes a series of cir- 
cular letters ‘to these groups boosting 
Duplexalites, and in addition a portfolio 
is distributed setting forth the distinct 
advantages of this product to all users 
of electric light. 


E. D. Kilburn, vice president and 
general manager of the Westinghouse 
Electric International Company, has 
left New York for a trip to Mexico. 
There Mr. Kilburn will make a survey 
of general business conditions, looking 
forward to considerable expansion in 
the electrical industry in that country. 


National X-Ray Reflector Company, 
Chicago, has just issued three new pub- 
lications. Catalog No. 22, printed in 
two colors, forty pages, contains a com- 
plete line of all X-Ray direct lighting 
products. “Perfect Lighting for the 
Home” covers a complete description of 
X-Ray art lamps and indirect lighting 
adapters. The Wrigley Building folder 
shows the splendid effect of flood light- 
ing buildings at night. 
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KODE CALL can be used in many 
plants where the cost of a more expens- 
ive system does not warrant the expendi- 
ture for a high priced installation. It 
has no wearing parts and will last a 
lifetime. 


It also saves the expense of 


current of a 1000 watt lamp. The next 
pull resets the fixture in place. An 
angle reflector may be used, as it will 
always come back to its true position, 
and locks into place, so that it is self 
supporting. 


—ceiling and suspension types—are 
suitable for all the popular high 
powered commercial lighting units in- 
cluding Ace, Phoenixlite, Trojan and 
other urn shaped glass. 


Several unique features of these 
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hangers are well worth attention: The 
wireways are of sufficient size to ac- 
commodate asbestos wire of any gauge 
necessary. The canopy is made oversize 


to completely cover the insulating joint 
and outlet box. 

An extra heavy brass chain with a 
notched terminal loop overcomes pos- 
sible inequalities in the glass and in- 
sures balance to the unit when installed. 


Keyhole slots permit easy removal of 
the socket for wiring. And on the 
socket are two-position straps which 
insure correct placement of the lamp. 

The holder is made to fit snugly ex- 
cluding dirt and insects and minimizing 
the labor and cost of maintenance. The 
glass is secured by beveled head hold- 
er screws which cannot loosen. The 
individual carton packing is insurance 
against damage and deterioration, 

The ceiling type Red Spot Hanger 
has the added feature that the holder 
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is closed at the top, thereby conforming 
with the recommendation of the Nation- 
al Board of Underwriters. 


Safety Starting Switch 

To withstand the most severe service 
in industrial plants, the Westinghouse 
Electric & Manufacturing Company, 
East Pittsburgh, Pa., is manufacturing 
a switch of very rugged construction 
with quick make and quick break action. 
While such service usually demands 
only disconnecting switches, the capacity 
and arcing arrangements provided in the 
type WK-55 are sufficient to enable the 
switch to break the locked current of 
alternating-current motors having full 
load current rating equal to that of the 
switch. 


The quick make and quick break 
mechanism which operates the switch 
blade is enclosed in an external cast- 
iron hub or housing integral with the 
operating handle. This complete mech- 
anism can be removed and replaced 
without disturbing the enclosed switch. 

Over the fuse compartment is pro- 
vided a door. The door is so _inter- 
locked that it can be opened only when 
the switch is in the “off” position, at 
which time all accessible current carry- 
ing parts are dead. This door may also 
be locked so that only authorized persons 
have access to the fuses. An outer door 
provided with means for sealing or pad- 
locking opens over the whole front of 
the switch cabinet. 


Condensed Notes of Interest 
to the Trade 
A. Hall Berry, 71 Murray Street, 


New York City, is district sales repre- 
sentative of the Ajax Electric Specialty 


Company in eastern territory. I. A. 
Bennett Company, 112 West Adams 
Street, Chicago, is exclusive district 
sales representative for this company in 
the midwest. 


S. R. Fralick & Company, Chicago, 
has just issued catalog No. 21 and il- 
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lustrated price list, which are particu. 
larly adaptable for use by the jobbing 
trade. The catalog is composed of five 
separate, self contained bulletins com- 
bining loose leaf flexibility without | 
trouble and confusion of single sheets, 
This company also -announces the fol- 
lowing sales agents: Watts & Barry, 
Inc., 50 Church Street, New York City, 
for the Metropolitan district; P. L. 
Hoadley, 609 Seaboard Bldg., Seattle, 
Washington, for the North Pacific 
Coast territory; J. J. Schaller, 257 
Spring Street, Los Angeles, California, 
South Pacific Coast territory. 


With the resignation of Eugene Newn- 
ham as sales manager of the motor de- 
partment of the Robbins & Myers Com- 
pany, Springfield, Ohio, the company 
announces the following changes in the 
sales organization, effective September 
1: W. W. Mumma becomes general 
sales manager with jurisdiction over 
both fan and motor sales. A. J. Reed, 
who was for several years manager of 
the Cleveland Branch, becomes assistant 
sales manager, motor department. F. 
W. Burmeister becomes assistant sales | 
manager, fan department. 


The Triumph Electric Company of | 
Cincinnati, for nearly thirty years 
manufacturers of motors has again been 
forced to move the Philadelphia office 
to larger quarters to adequately take 
care of the increasing demand of busi- 
ness in that section. 

The new quarters are at 709 Arch 
Street, District Manager Arthur H. 
Allen being in charge. 


J. M. Smith, sales manager of Ivan- 
hoe-Regent Works of General Electric 
Company, Cleveland, suddenly passed 
away recently in the office of a local fix- 
ture dealer, while genially discussing 
business. Mr. Smith apparently had 
been in the best of health, the only in- 
dication of a probable feeling of ill- 
ness being his statement to a friend that 
he had not been taking enough physical 
exercise. 


The Westinghouse Electric & Manu- 
facturing Company announce that they 
have sold the assets of the International 
Radio Telegraph Company to the Radio 
Corporation of America, retaining cer- 
tain patents, and rights in foreign 
fields. They have also obtained a sub- | 
stantial interest in the stock of the 
Radio Corporation of America and 
made commercial agreements with 
them regarding the sale of radio devices 
which are manufactured by the West- 
inghouse Company. 
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KRGY Reflectors 


Standard for Show Windows 
Oye —— This label on 


FW. Woolworth Co X-Ray Reflectors 
recently EL y 
standardized 
XRay Reflectors Naar 
for all stores is your guarantee 
— of quality 
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More than 225 Years of Satisfactory Service 


NATIONAL XRAY REFLECTOR COMPANY 


NEW YoRK CHICAGO LOS ANGELES 


OGngineers in all principal cities 

















THE “HOLD-UP’’—THE ALARM 
(Photograph showing Faraday Bank Tellers’ Foot Rail Contactor Model No. 760, in Actual Operation) 


FARADAY BANK PROTECTION SYSTEMS are made for. both Day 
Hold-Up and Combination Day Hold-Up and Night Burglary Protection in two (2) 
types—Electrically-Supervised Closed-Circuit and Open-Circuit Non-Supervised—for 
operation on 110 Volt D. C. Lighting Circuits, 110 Volt A. C. Lighting Circuits or Bat- 
tery Circuits. 

The apparatus has been especially designed and manufactured for Bank-Protection work and will fill require- 
ments of the largest financial institution, or, at minimum expense, the needs of the smallest bank or trust company in 


a small town; these systems are also recommended and are coming into very general use for the jewelry trade and other 
lines of business where valuable merchandise is handled. 


Write for Our New RD Bank Protection Bulletin No. 33-A. 


MANUFACTURED BY 


STANLEY & PATTERSON, Inc. 


GENERAL OFFICES AND FACTORY 


WEST & HUBERT STS., NEW YORK, U. S. A. 




















Caste Appress: ““Evecuicut,’’ New York. 


DISTRICT SALES OFFICES: 
PHILADELPHIA PITTSBURGH LOUISVILLE 
J. A. Vaughan Parke & Jaques Electrical Sales Co. 
Real Estate Trust Bldg. 305 7th Ave. Kenyon Bldg. 
CHICAGO BIRMINGHAM SAN ANTONIO 
Doherty-Hafner Co., W. H. Beaven Kemp Haythorne 
618 W. Jackson Blvd. Jefferson Co. Bank Bldg. 333 McKinley Ave. 
SEATTLE SAN FRANCISCO LOS ANGELES HABANA 
P. L. Hoadley Heckert L. Parker Clapp & LaMoree Arnesto N. Rodriguez 
609 Seaboard Bldg. Call Building San Fernando Bldg. Abreu Bldg. 
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PLIADUCT 





. “+ het ae Ce pm 


Interior Slick as Silk' 


Best by Packed in 
Every Test Individual Coil Cartons 


The sturdy wall of Pliaduct 
is not affected by extreme 
summer heat or zero weather 


Sold by All Live Wire Jobbers 


Short Electrical Mfg. Co. 
| 


PENN YAN, N. Y. 


General Sales Offices: 3-5 Waverly Place, New York | 
SAMPLES UPON REQUEST 
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CON TRACTOR ~ DEAL 
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=D 
The Official Journal tania Monthly by the National 
Association of Electrical Contractors and Dealers 


ADDRESS ALL MAIL TO 
15 WEST 37th STREET 
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—=| HOSPITAL ZONE 
\ 


SILENT CALL 
HOSPITAL SIGNAL SYSTEM 


All over the country, hospitals large and small are being built or en- 








larged or renovated. 


The contract for installing the Bryant Silent Call Hospital Signal System 
apparatus will not only provide you with a big job at a good profit but will 
carry with it regular wiring work. 


Ask for it. 


Cur nearest office will supply you with complete information. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 


NEW YORK CHICAGO SAN FRANCISCO * 
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SNA 


If you 


are an 


IN THIS 
NEW BOOK 
vs ARE 


Code 


ELECTRICAL CONTRACTOR — Definitions 


WIREMAN 
ESTIMATOR 
INSPECTOR 


in addition to the complete alphabetically 
arranged Code Requirements. 


FOR INSTANCE: 


MOTION PICTURE | OPERATOR Do you know who is an “Author- 


you need 


ized” or “Competent” or “Quali- 
fied” Person? Look in this book 


and see. 


“The Code at a Glance” 


It contains all subjects of the National Electrical Code classified in ABC order. 
If, for instance, ~~ want any information on GROUNDING, turn to it in an instant 











Socidten Greatly Reduced 


SAAN 


and find “Ground Detectors,’ “System Grounds,” 

“Equipment Grounds,” “Ground Conductors,” 
“Ground Connections,” and everything else per- 
taining to that topic, all in one place, alphabetically 
arranged. 


Think of it—complete alphabetical 
arrangement of Code requirements 
all in one volume—convenient size 
—handy to use every day. 


—and the only expense 


is one dollar 


That’s the price of this useful new book—$1 
post paid. Nobody that ever has occasion to refer 
to the National Electrical Code can afford not to 
own a copy of “THE CoDE AT A GLANCE.” 


Send check, money order or currency to 


National Assn. of Electrical Contractors &' Dealers 


15 West 37th Street, New York City 
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A Contractor writes:— 


“DURADUCT 


is the best Loom I ever used.” 


An Electrician says: — 
“DURACORD 


cut my Portable Cord costs in two.” 


TUBULAR WOVEN FABRIC CO. 


NEW YORK 
52 Vanderbilt Ave. 


PAWTUCKET, R. lI. 
CHICAGO 
549 W. Washington Bivd. 
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Insurance 














THE POLICY 


of Lynton T. Block & Co. is to issue 
the most satisfactory and compre- 
hensive insurance to be had any- 





where— 

. Furnishing absolute protection at 
cost. 
Embodying all the standard features 
and more. 
Covering special classes and selected 





risks. 

Selling at established rates. 
Returning savings at the end of the 
policy period, depending on the in- 
dividual experience of the risk. 

























W orkmen’s Compensation 
Employers’ Liability 

















Giving a claims service that is not Public Liabili 
ublic Liability 

equalled elsewhere. o_ Refe 

Teams’ Liability 
It is an honest policy, carried out Cc > Liabilit 
in an honest way and gives a square ontractors Liability 
deal under all conditions. Elevator 
This forms the creed of every mem- A bil 
ber of the organization and has built ulomobile 


up the reputation of Lynton T. 
Block & Co. until it is one of the 
best and most favorably known in 
the Mississippi Valley. 


Fire Insurance 











LYNTON T. BLOCK & CO. 


Underwriters 
of 


Insurance at Cost 
Utilities Indemnity & Fire Exchanges 


Employers Indemnity Corporation 


Chamber of Commerce Building, St. Louis, Mo. 







































This illustration—with a powerful 
message to home folks that *‘Right 
Light saves yesight ippears in the 


Saturday Frening Post of October 22, 
in the National Lamp advertisement. 
Ie will create lighting interest You 
can turn that interest into dollars 


NELO) FANE 


MAZDA 


THE WAY TO 
BETTER LIGHT 
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Meet Their Needs 
by Selling Right Lighting 


This month over twenty million children are back at their books. 


Through national advertising we are impressing on their fathers and 
mothers the need for right lighting—its relation to keenness of brain and 
clearness of sight—and how essential it is to school progress. 


Readers of NATIONAL Mazpa Lamp advertising are reminded that 
the Mazpa Lamp agent is headquarters for lighting information. The 
important thing that cannot be told in this advertising is your name, your 
street, and your number. 


This—of all times—is the opportune time to advertise right lighting. 
Make it your leader this month, and you have at least given parents 
an opportunity to have lighting that is really right. Advertise lighting— 
talk lighting—tell each customer about White Mazpa lamps—SELL 
LIGHTING! The Sales Division of National Lamp Works that sup- 
plies your NATIONAL Mazpa Lamps will co-operate with you not only 
in selling lighting but in building a bigger, sounder business. National 
Lamp Works of General Electric Company, 157 Nela Park, Cleveland, O. 
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Good Lighting Helped Him 
and He Knows it 


Whenever you call on a purchasing agent to talk 
factory lighting, you know that back of him are 
certain responsible executives who, more and more are 
taking an interest in lighting. They have been taught 
through advertising and by observation that good 
lighting saves production time and that the best 
lighting is therefore the least expensive. 

We shall be glad to assist all Ivanhoe jobbers, 
dealers and their salesmen to increase their knowl- 
edge of lighting practice so that they may talk 
intelligently about factory lighting, not only to the 
purchasing agent, but to the executive higher up. 

IVANHOE-REGENT WORKS of General Electric Co. 

Cleveland, Ohio 


“Ivanhce” Steel Reflectors, Lighting Glassware, Anderson 
Self-Adjusting Arms, and Illuminating Seroice. 





“SERVICE TO LAMPS” 


IVANHOE 


GLASS SHADES- STEEL REFLECTORS 
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A 


Electrical 


Service 








~~ 


National 





Sell the Farm Market 


The farmers’ purchasing power has returned. 
They are selling the necessities of life at a profit 
now. 


Selling electrical prod ucts to farmers is a profit- 
able business. 


Power and Light Outfits and the appliances 
electricity makes possible on the farm are in 
demand. 


Western Electric Dealers are fortunate in that 
they have not only a high grade Power and Light 
outfit of proven merit, but also a complete line of 
appliances, washing machines, motors, vacuum 
sweepers, water systems, ironers, etc.—all bear- 
ing the well known Western Electric name. 


Some worthwhile opportunities to sell the 
Western Electric farm line are still open. Write 
for details. 







estern Electric 
Company 


OFFICES IN ALL PRINCIPAL CITIES 


= 
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Three switches in one een 


“4 i NHE Arrow Adjustable Electrolier Switch is dium luminous indicating handles and if desired, 


a typical example of the refinement of in lock type. 

modern wiring devices. It controls two This department has been organized to furnish 
or three circuits from a single outlet more con- Electrical a real help to electrical contractors 
veniently than if three switches were installed in Contractor's who may also be asked to provide 
various parts of the room. pei electrical wiring specifications or 
epartment who may be in need of practical 
These switches take the standard push switch assistance and advice on specifications already 

plates and boxes and can be furnished with ra- provided by the architect. 





THE ARROW ELECTRIC CO. 
Hartford, Conn. 


Boston New York SYRACUSE PITTSBURGH CHICAGO 
SAN FRANCISCO BALTIMORE 


RROW 


the complete line o Wiring Devices 
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= Apron Manufacturers Record” 
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This advertisement will appear 
in October |3*,192I issue of “Factory” 
and October 20 issue of "Manufacturers Record.’ 





Westinghouse Electric & Manufacturing Company 
George CutterWorks, South Bend Indiana. 
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You Too 


CAN TAKE A STORE 











looking like this—anag—make it look like this 


if you will tie in with our 
Illuminating Engineering Service and 


the Direct-by-mail Store Lighting Campaign 


Write our nearest District Office for full details 


WESTINGHOUSE LAMP COMPANY 


165 BROADWAY, NEW YORK, N. Y. 


Sales Offices and Warehouses Throughout the Country 
For Canada: CANADIAN WESTINGHOUSE CO., Ltd., Hamilton, Canada 
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NOW IS THE TIME FOR 
DUPLEX-A-LITE SALES 


There is going to be a great national residence lighting campaign this Fall. 


The reduced prices on Duplexalites and shades are on an average lower than 
they have ever been before. 


Several improvements have been incorporated in Duplexalite design during the 
last year. 


Duplexalite has been continuously proving its superiority and dealers are finding 


that there is plenty of Duplexalite business to be had in residences, hotels and 
for commercial requirements. 


There is a big market for new build- 
ing installations in all of the above 
classifications, of course. But there is 
also a tremendous opportunity for in- 
stalling Duplexalites in residences, 
hotels, stores and offices to replace less 
useful equipment. . 


Our new line of Duplexalites, com- 
plete but without stems and canopies 
—arranged to receive special stems— 
offers an opportunity for meeting in- 
dividual requirements. They come 
five in a carton. 














There are as many prospects 
for Duplexalite sales as there 
are homes in your territory 
and we have a plan that will 
help you get the business. 
Shall we send it? 


a 


If you have not received copies of the current 
price and discount schedules, write for them 
at once. 











Duplex Lighting Works 


of General Electric Company 


6 West 48th Street, New York City 


Duplex-a-lite 


“The light to live with” 
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New Selling Force Moves Conversion Specialties 
The HUBBELL Te-Tap-Ten is selling 


more than one device to each customer 


OHN ALLEN MURPHY, Asso- 

ciate Editor of Printers’ Ink, dis- ' 
cussing the Hubbell Te-Tap-Ten in the 
September 8th issue of that paper, 
writes: “It is the stuff sold to the con- 
sumer that really offers the best oppor- 
tunity for sales energy. ... ‘Pro- 
ducers’ * business is likely to be in pro- 
portion to building activity. ‘Con- 
sumers’’ goods, on the other 


7 hand, can be pushed quite 





cation of this principle. Ten handy Hub- | 
bel electrical specialties, each selected for 
its usefulness, are put up in individual 
cartons, under simple, easily remember- 
ed names. A handsome 
4-color display container, 
packed with 30 pieces, 
presents this assortment 6289 
from the dealer’s counter 
or top of show case. Pictures along 
the. sides of this container illustrate 
independently of the building situation.” and explain the use of each device. 
One sale automatically leads to another : & peeeeeemmmny 
porcelain Te-Tap No. 3 for the bathroom; n 
two Te-Taps No. 1 for the dining room; TePlug 
a Signalite for the pressing iron; these 

















It is an extraordinary fact that in these 
days, with thousands of men out of work, 
savings bank deposits have shown an 


















































































































actual increase. People are oy: Aeags 2... Sea 
3190 still saving money by ad- TeTap are all suggested in this display. 
apting themselves to these N22 Your time— your clerk’s time, is not 
new conditions : getting along with five taken up with lengthy and tedious explain- 
rooms instead of seven, doing their ing. These “shelf goods” have moved 6287 
own laundry work with a washing ma- down onto the counter, into the customer’s 
chine; buying vacuum onl) intcrest and imagination, and offer themselves for sale. 
Tetap cleaners to do away with 6700 f , 
N°3 the “twice-a-week” char- Hubbell Te-Tap Ten brings you a small but com- 
woman; putting off that rewiring job, plete assortment of tested Conversion 
and buying Hubbell Te-Taps instead, to Specialties. It gives you advertising, 
give them the additional current outlets. , demonstration, display, and 
he “Consumers’ Goods.” Cord- | storage space—all in one com- 
Contin: tn dma tee Thee Connector} pact cardboard box. It pre- 
$735 we os “ad sents a choice of low priced 
; 5 re shelf after shelf of goods for ral handy devices—it sells more 
which there is only an occasional demand. But their ens ute date tn aide 
counters are loaded down with containers and cards 8 Saat 
displaying articles in which the daily turnover is f 
enormous. Your druggist is so busy 5518 “Good Housekeeping” and 
Pull wrapping up his counter goods he has “Literary Digest” are telling 10,000,000 
SocketPlug] = no time to explain the merits of his people every month about this new, practical way to 
shelf goods. The drug store enlarge their wiring facilities. msm 
has moved off the shelf, out of Twin Ask your distributor to send | Signalite 
: the dark recesses of stock bins, TeTap you imprinted circulars and 
j _and onto the counter of quick prices. 
= 45024 sales. 
This is 20th Century Mer- Mr. Murphy’s article has 
chandising, demonstrating its success in hun- © © been reprinted in pamphlet 
dreds of lines. form. Want a copy? 6109 
The Hubbell Te-Tap-Ten is a new appli- 6710 | } 
ELECTRICAL ffpor) SPECIALTIES 
BRIDGEPORT (BBE / CONN, U.S.A. 
—— oe 2161-U 


SAN FRANCISCO CHICAGO 





NEW YORK 
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How quick 






Insert assembled link 
2 with lock-washer into 











slips 
place on top aa 
lock-washer 






















Use “Noark” Fuses in 
“Noark” Cutout Bases 


_ is the logical counter-part of the 
other. The perfect fitting, die-formed 
contacts of the “Noark” Cutout Base reduce 
excessive heating. 

It takes more time to make accurate, 
mechanically loose, yet electrically tight 
contacts. The ample areas take a little 
more copper — but that’s what makes a 


“‘Noark” Cutout Base the best to hold any 
fuse, and particularly a “‘Noark” Fuse. . 
Send for pooklet describing the great va- 
‘ riety of combinations possible with a small, 
and its allied products : ‘ 


economical stock of “Noark” Cutout Bases 
JOHNS-MANVILLB 


and tap straps. 
Serves in Conservation 
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OHNS ng 


ELECTRICAL 

















Heat Insulations, High 
Temperature Cements, 


Linings, Fire 
Prevention 
Products 
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All that remains is to 
screw on brass cap tightly 


can you renew a fuse? 


Read how “‘Noark” easy link renewal 





saves time and money 


HE pictures show how easy it is to renew 
a‘‘Noark”’ Renewable Fuse—but the actual 
operation is still easier. 


**Noark”’ Fuses do not freeze up 


To renew a blown link, simply unscrew the 
heavily knurled end caps and draw out the 
blades. The gun metal finish of the caps, 
washers and threaded ends prevents corrosion 
or the adherence of any metal that may be 
fused or vaporized when the link is blown. 
Pliers are never necessary to unscrew the 
end caps. 















A screw driver is all you need 


to remove the two little screw bolts which 
hold the renewable link. Insert a new link 
and replace the cartridge, washers, and end 
caps. The renewing operation is then complete. 


When you buy renewable fuses 


look for the sturdy grey body and the gun 
metal finish of the knurled caps. By these 
characteristics, you can recognize “Noark” 
Renewable Fuses anywhere. Their individu- 
ality is clearly apparent and classifies them as 
the dependable fuse protection you need. 

“‘Noark’’ Fuses and all other Johns-Manville 
packaged Electrical Materials are distributed 
strictly through Distributor-Dealer channels on a 
basis that gives full protection to all concerned. 
Dealers can get all details from their Distributor. 
Distributors, for samples and complete informa- 
tion, should apply to the nearest Johns- Manville 
Branch. 

“‘ Noark’”’ renewable and non-renewable car- 
tridge-enclosed fuses, in all standard capacities, 
are approved by the Underwriters’ Laboratories 
Inc., under the label service. 
















MANVILLE 


MATE RIALS 







PEE 


construction is such ~ 
5 that perfect alignment is 
assured 


JOHNS-MANVILLE, Inc. 
Madison Ave., at 41st St., NewYork City 
Branches in 61 Large Cities 
For Canada: 
CANADIAN JOBNS-MANVILLE CO., Lid. 


Toronto 
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Fuse will blow at pre-determined 
overload because link is 
scientifically calibrated 
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IRING LJEVICES 

Euclid Was Wrong! 
There IS a Royal Road 


to Learning 









Users of “Royal” Sockets are traveling the 
royal road that assures their learning perfect 
socket satisfaction. 


Royal Sockets 


8 employ a familiar construction, but they give 
§ unmistakable evidence of that nicety of man- 
_% ufacture and perfection of finish that have 
§ distinguished all Weber goods for the past 


fifteen years. 


And the Line Is Complete 


6 Socket Bodies 
8 Switch and Rosette Bodies 
nae tealien 20 Caps 19 Bases 





HENRY D. SEARS 


General Sales Agent 
BO BOYLSTON STREET 
Boston Il, MASSACHUSETTS 
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O N thousands of farms and country homes which are equipped 
with high line and private plant electrical service, R & M 
power stand motors:are performing the many tasks which formerly 
meant hours of hard labor for the farmer and his family. De- 
signed and built to the Robbins & Myers standard in conformance 
with the ideas and experience of the leading distributors and 
manufacturers of farm lighting plant equipment, this motor at- 
tained leadership in its field right from the start. 


Jobbers and dealers who handle electrical appliances for farm 
service find in this motor an item which shows a constantly in- 
creasing demand. And it gives the kind of service which leads 
to the sale of other appliances they can supply. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins & Myers Motors 
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The 
Popular 
Push-Button 
Socket 





For 
Portables 
and Dainty, 
‘Boudoir 
Lamps 





Quality that 
Last 


PES $-34 Push-Button 
‘Body—Operated 87,600 
times at 3A.--250V. 


This is equal to 48 years at the average 
of five operations a day 


Order P&S Push-Button Sockets“-O Now 
Prompt “Delivery 


envenven 
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ANAT IRA ARAMA 
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‘Pass & Seymour, Inc. 
SOLVAY, eNEW YORK, U. S. A. 
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Try This 
New “‘No-Bolt’’ Fixture Stud 


on your very next job. Thereafter you'll 
never use any other. Hundreds of contractors 
have found this the simplest, most economical and most 
substantial fixture hanging device. Thousands are already 
in use, proving its superiority over the old fashioned hickey type stud. 


KWwIKON'No-BoLtr’ FIxTURESTUD 


PATENTED, FEBRUARY 18, 1919 


The only improvement in fixture studs in 15 years. May be used 
on all classes of wiring. Cannot work loose or hang crooked. ~ 
Installed in one-sixth the time required by the ordinary 
stud. Produces a more workmanlike job and 
takes up less room in the box. Cost no more 


than the old fashioned studs with bolts. 
Just Two Moves 


FIRST—Drop the stud through 
the center knockout of the box 
from the back. 

















SECOND—Spin on the lock- 
nut—ami the ‘‘No-Bolt” Fixture 
Stud is installed, solid and im- 
movable. 


Order from Your Jobber Today 


S. R. FRatick & Company 


13 SOUTH CLINTON STREET, CHICAGO 
One of 


“The Line of No Regrets”’ 


Distributed Exclusively: Through Recognized Electrical Supply Jobbers. A MARK OF QUALITY 




















TRADE MARK REGISTERED 
A MARK OF QUALITY 
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Standard Accounting System 


Here is the 


complete set 


just as 


it looks 


spread out 


onan 


ordinary 


office table 


This is the system adopted by the National Association of Electrical Contractors 
and Dealers, endorsed by the National Electrical Credit Association, and approved 
by other branches of the electrical industry. 


The Electragial Business Without a Bookkeeper Should Use the 


New Business Record 


This is an easy and simple way of keeping your accounts without the aid of a bookkeeper. 
about it is plain and easily understood from start to finish. 
show the money taken in and paid out; the bills to be collected and to be paid; the general expense, in- 
vestment and stock. 


IT TELLS YOU 


How much money you have; how much you owe; 
how much money is due you; how much stock on 
hand; how much stock you buy; how much you 
sell; how much it costs you to do business; how 
much profit you make; or how much you lose; and 
all other necessary facts regarding your business. 


Look Into this Matter Today and Figure on Starting Your Business Record or 


National Association of Electrical Contractors and Dealers 


The Electragist Employing a Bookkeeper Should Use the 





MATERIAL 
SUMMARY SHEETS 


REQUISITIONS TIME 
FOR MATERIAL CARDS 










GENERAL LEDGER 


RETURNED 
MATERIAL RECORDS 











CASH, JOURNAL, VOUCHER DISBURSEMENT 
AND SALES RECAPITULATION SHEETS 













¥ 


















|JOB ENVELOPES | [TRIAL BALANCE SHEETS] 








ACCOUNTS eee 
AND PAYABLE 





Everything 
It consists of only eight forms, and these 


There also is a binder for records, and a simple memo book. 


DEPEND ON IT 


It is handy, and always ready for you to use; it is 
reliable and accurate; it saves you time, money, 
and worry; it settles disputes and saves money for 
you; it helps you straighten out matters with your 
banker, your jobber, and the tax collector; it is a 
necessary factor in your business. 


Standard Accounting System 


FULL INFORMATION SENT UPON REQUEST BY THE 


15 West 37th Street, New York City 
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Benjamin Electric Mfg. Co. 


247 W. 17th St. 
New York 


Mi 


No. 92—Of Brushed Brass and Porcelain. Made - 
like a fixture to harmonize with the fixture. Handsome, 
Sturdy, Reliable 


No. 92 and No. 292, the Original Two- 
Way Plugs, have always been the dealer’s 
lead in popularizing plural socket devices and 
in making more convenient the use of cord- 
connected appliances. 


Reduced prices, established merit, prominent 
reputation and substantial and practical cooper- 
ation with the trade will maintain leadership for 
and bring millions of additional sales of No. 92 
and No. 292 to Benjamin distributors and dealers. 


Other Benjamin plural socket devices are now listed 
as follows: No. 93, at $1.30; No. 94, at $1.60; No. 941, 
at $.70; No. 942, at $1.00; No. 94214, at $1.00. 








580 Howard St. Chicago 
San Francisco 
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BENJAMIN 
The Original Two-Way Plugs 


Distributors and dealers are doing business on 
Benjamin products at a profit, as usual. 


Because we have reduced prices to give distrib 
utors and dealers every assistance in stimulating sales. 


Because the margin of profit to the distributor and 
dealer is based on a recognition of the expense and 
effort involved in merchandising these products. 


My Because the merit and reputation of Benjamin 


\\ 






products command recognition in the 
tightest markets. 





Mii, 
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No. 292—Like the No. 92, but with Nyy 
Pull Chain for switching the light with- 
out disturbing the other connected 


appliances. 








We will be glad to supply Dealers with an unusually hand- 
some and effective assortment of colored window hangers and 
cards, easel counter stands, wall posters and other sales helps. 


MAIL THIS COUPON TODAY 





847 W. Jackson Blvd. Benjamin Electric Mfg. Co. 


847 W. Jackson Blvd., Chicago. 


Please send me, free, full assortment of Benjamin Sales Helps. 
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A. Home Lighting Suggestions 
—specially arranged to facilitate 
the sale of quality lighting equip- 
ment to the better homes. 

C-1. Home Lighting Fixtures 
—illustrating a new line of artistic 
chandeliers, bowls and_ brackets, 
packed complete, in unit cartons. 


S-5. Supplement—containing a 
large selection of chandeliers and 


TuHeE UNIT OF 
Day BRIGHTNESS 


ARE 
THESE FIVE BOOKS 
IN YOUR FILES? 


They are valuable aids when selling lighting equipment. 









brackets which are shipped within 
24 hours after receipt of order. 


D-6. The Denzar Catalog —il- 
lustrating and describing the most 
economical lighting unit for stores, 
offices, schools, etc. 


GS-1. The Glassware Catalog 
—containing over 200 styles and 
sizes of illuminating glassware car- 
ried in stock at Chicago. 


Vol. 20, No. 12 






























Copies of each catalog have been mailed to dealers, contractors, and jobbers. 
Check over your copies to see that your file is complete. If any one is 
missing just tell us and we will send another. 


Beardslee Chandelier Manufacturing Co. 


231 So. Jefferson Street Chicago, Illinois 
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‘PAGRIP” 





The First Year Book For 
the Electrical Industry 











1,000 pages (9x12 
ins.), weight 6 Ibs. 


ERE is a book you have long needed. Over 1,000 
pages crammed with vital facts and figures 
about every phase of electrical activity and including 
a mass of useful information about all electrical 
manufacturers, electrical products, trade names, etc., 
all alphabetically arranged. 


The EMF ELECTRICAL YEAR BOOK—the most remarkable book 
ever attempted for electrical men and purchasers of electrical supplies— 
has been highly endorsed by leading authorities in every branch of 
the industry. 


The EMF ELECTRICAL YEAR BOOK combines in one handy volume: 


An encyclopedia of current information about each branch of the 
electrical industry. 


A modern, authentic dictionary of all electrical words and terms. 


A complete, unbiased directory of electrical and related products and 
their manufacturers. 


There are over 33,000 manufacturers’ listings 
appearing under 2,902 classified electrical prod- 
ucts and over 4,900 separate entries of manu- 
facturers as well as 4,351 trade names, 289 en- 
cyclopedic entries and over 2,000 definitions of 
electrical words and terms. There are also hun- 
dreds of biographical sketches of prominent elec- 
trical men, information about every electrical as- 
sociation, about patents, electrical schools and 
colleges, codes, exports and practical, useful data 
on every important electrical application, such 
as welding, baking, heating, motor drive, etc. 
Compiled and edited by a corps of prominent 
electrical authorities. 


FREE TRIAL OFFER 
We want the EMF ELECTRICAL YEAR BOOK to prove that it is 
indispensable to you. We will gladly send you a copy for your examina- 
tion. If you keep it, send us $10.00, payment in full; otherwise return 


it to us in 10 days. You are under no obligation to buy. Fill in the 
coupon now while it is before you. 


Electrical Trade Publishing Co. 


53 West Jackson Boulevard Chicago 
Also publishers of THE JOBBER’S SALESMAN 





ELECTRICAL TRADE PUBLISHING CO., 


53 W. Jackson Blvd., Chicago. 


You may send me a copy of the EMF ELECTRICAL YEAR BOOK, 
charges paid, for my inspection. If satisfactory I will send $10.00; 
otherwise I will return the book to you post-paid within 10 days of 
its receipt. 
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No. 200 Cross, 
$8.84 per 100, net. 


No. 210 Tee, $7.28 
per 100, net. 


No. 250 Elbow, 
$5.72 per 100, +t. 


er As 


No. 350 Base, $4.68 
per 100, net. 


& 


No. 355 Connector 
$1.30 per 100, net. 


S&S 


No. 375 Cover, 
$6.24 per 100, net. 


No. 400 Fixture 
Box, $13.00 per 
100, net. 


’ 


No. 510 Base, 
$5.20 per 100, net. 


cl 


No. 155 Hanger, 
$ .39 per 100, net. 


a 


No. 175 Cap Re- 
tainer, $ .39 per 
100, net. 














i 


APPLETON ELECTRIC COMPANY 











No. 150 Metal Molding, $4.00 per 100 ft., net. 


Compare the Price— 


OMPARE the price of “Pa- 
grip” Metal Molding with 
that of the molding you are 
now using. Then check up on the 
time required to install “Pagrip” 


and the ease with which one man 
handles the job. 


“You will find that “Pagrip” 
wins on both counts. 


It actually costs less than ordinary hard-to- 
handle metal molding and it can be installed by 
one man in a fraction of the time and at less 
cost. 


Strictly a one-man proposition. ‘‘Pagrip”’ 
Metal Molding obviates the wasteful method 
which requires two men to put up a run of 
metal molding. Install the channel, lay in the 
wires, snap on the cap,—quick, neat, money-sav- 
ing job. On ceilings or walls, ‘‘Pagrip’’ has the 
appearance of a simple, ornamental molding. It 
may be painted or finished to harmonize with the 
tints of walls or woodwork. 


The body of the molding is an open top chan- 
nel with an internal width of 25-32 of an inch 
and a depth of 9-32 inch. The cap is also in 
channel form, with the edges flanged outward. 
When the cap is snapped in place after the 
wires have been laid in the channel, it is held 
rigidly in place, but may be removed if the oc- 
casion requires. ‘“‘Pagrip’’ is made of especially 
selected steel of high elasticity, electro-galvan- 
ized both inside and outside. 


Fittings are available in complete assortment to 
meet every demand of modern exposed conduit 
installation practice. The fittings (some of 
which are shown on this page) are electro-gal- 
vanized. Both molding and fittings have been 
approved by the Underwriters’ Laboratories, Inc. 


Send for trial order of “‘Pagrip’’ Metal Mold- 
ing today. Try it out on your next job and see 
for yourself how it saves time and _ labor. 
Write us for name of your nearest distributor. 


Bulletin describing the complete 
line will be mailed free upon re- 
quest. WRITE TODAY! 


Appleton Products Include: 
“UNILETS,”” Outlet Boxes and 
Covers, Laundry Fittings, Lock- 
nuts and Bushings, Meter Termin- 
al Fittings, Entrance Fittings, ‘*Pa- 
grip’’ Metal Molding and Fittings, 
Conduit Clamps and Hangers, also 
Switch Boxes. 





Factory and General Offices 
1704 Wellington Avenue, at Paulina 


NEW YORK 
55 Barclay Street 


CHICAGO 


Branch Offices: 
ST. LOUIS 
917 Pine Street 509 Mission Street 


SAN FRANCISCO 
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“Circle Fr 


“SOQ”’ 


Interchangeable 
Porcelain Line 


















Iron Fixture Cap Porcelain Cap Compositian Cap 








Conduit Box Large Concealed Bose Small Concealed Base Base for 3 in. and 3% in. Outlet Box 








The ““500” Line unquestionably offers the widest selection of useful combina- 
tions to be secured from any manufacturer. _In this line there are 6 different 
bodies, 8 different caps and 11 different bases, in all 25 pieces, which enable 
you to make 114 combinations. All parts are packed separately—a maximum 
number of combinations can be secured with a minimum stock. 


The New Freeman Catalog fully explains these and other combinations. 


E. H. Freeman Electric Company 


Trenton, New Jersey 
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A No. 844 PFG Flush Guttered Cabinet, eight circuits. 
Complete with 4 No. 2685 Perkins dead front panels, arranged with 
back wiring space. 


The combination of Columbia guttered cabinets and the Perkins 
dead front panel switches will effectively make up a safety type 
panelboard which is unequalled in appearance, durability, and 


economy of first cost. 
It is low in price—it is easier to wire up—the cabinet and panel 


are high grade material in every respect. It is a real dead-front 
safety panel, but by far the simplest thing of its kind. It is some- 
thing which you have been looking for—but it must be seen to be 
appreciated. 
Your request for full information does not obligate you in any way. 
WRITE TODAY! 





Made for plug and N. E. C. fuses with rotary snap switches 
and push button switches in branches—10 Amp. and 20 Amp. 


Columbia Ittetal Box ©_ 














HUT 1 iM 








i Ae Kors of Columbia-Quality Stee! Products = 
226 East 14414 Street New York. N.Y. 


ENCLOSING CABINETS Ar ELECTRICAL DEVICES 
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ANYLIGHT oo socket 


HAS MANY ADVANTAGES 


Gives ten degrees of light that you can see— 
Bureau of Standards says twenty. 


Takes Uno Shade Holder—You carry but one 
type. * 


Fully guaranteed to work perfectly under 
proper conditions. 


Mounted ten, on attractive sales-making dis- 
play card. 


PRICED RIGHT——BIG PROFIT——QUICK SALES 
Your Jobber Can Supply You or I Will 


A. HALL BERRY ‘NEW YORK. N.Y. 














Angle Lvug, 


is aal 


Front Terminal Lug. ei! 


Croundine Devices Y-Joint. Cable Tap. Service Box Plug. 4 
Dossert Connectors, Terminals and Cable Taps Dossert Insulated Cover. 


—a type for every service —the proved principle of solderless con- 
—a service from every type nection 


—all embodying the Dossert principle of Data on all the Dossert Line in Catalog 15 
the Tapered Sleeve Write for a copy 


‘DOSSERT & COMPANY, 242 West 4ist Street, New York, N. Y. 
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¢ Announcing 


An Electrical Dealers’ 
Convention on Paper 


VERY electrical dealer in the United States 

will find much of interest and value in this 
novel Convention on Paper. The date is Novem- 
ber 30, 1921. The program will be announced in 
a special bulletin which will be mailed soon to 
every electrical dealer. 


“How to” talks on all phases of electrical store 
management will be made — buying, advertising, 
window and interior display, sales management, 
cost keeping, price marking, bookkeeping. 


It will be a real convention, in which every elec- 
trical dealer will have an opportunity to take part. 
And to attend it, it will not be necessary to leave 
home, or to spend one cent for railroad fare. 


Watch for the special bulletin which will be 
mailed soon. 


GEORGE RICHARDS & COMPANY 
Dept. 24 557 W. Monroe St., Chicago, Il. 


GEORGE RICBARDS & CO. New England Agents Pacific Coast Agents 
344 E. 40th St. PETTINGELL-ANDREWS CO. GEO. A. GRAY CO. 
New York City Boston, Mass. 589 Mission St., San Francisco 


Sole Export Distributors: CORNELIUS - SCOTT - SARGEANT, Inc., 29 Broadway, New York City 














HEMCO 


WIN-LITE 


| HEMCO is on Every Twin-Lite | 


MADE OF CONDENSITE 
WILL LAST A LIFE TIME 

































gees ADAPT] BOXES 


Users of conduit fittings advance two 
good reasons for prefering ADAPTIi- 
BOXES. One is flexibility—the other, 
rigidity. 

It cannot be too often repeated that 
ADAPTiBOXES are the only conduit 
fittings that give maximum flexibility. 
They are constructed so that changes or 
additions in outlets can be quickly and 
easily made either before or after in- 
stallation. This time and money sav- 
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Flexibility—Rigidity 
You get both in ADAPTiBOXES 





Vol. 20, No. 12 








ADAPTIBOXES 


ing feature is a big consideration. 

On the other hand, of equal import- 
ance is the fact that ADAPTiBOXES 
stay put. When installed they are as 
rigid and strong as a one piece casting. 
The ADAPT i principle of construction 
is exclusive with ADAPTiBOXES. No 
other fittings can combine ADAPTi 
flexibility with rigidity. Hence the 
steadily growing preference for 


ADAPTiBOXES. 














THE ADAPTi COMPANY 


CLEVELAND, OHIO 



































Automatic Start Induction 
POLYPHASE MOTORS 


Their high starting torque and low 
starting current make them particu- 
larly desirable for the operation of 
compressors, pumps, wood-working, 
refrigerating, bottling, laundry, shoe 
repair machinery, and brick and tile 
machinery, concrete mixers, etc. 


Temperature rise not more than 40° centigrade. 
14, to 60 H.P. 


They Keep-A-Running 


CENTURY ELECTRIC CO. 


ST. LOUIS 


7Ya-hn., 3-nphase motor 


Sales Offices in Principal Cities 
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WAKEFIELD 
SELLS ONLY 
THE HANGER 







DONT WAIT FOR 


DEMAND~ Go Out and Sell 


Put on your coat and hat, and take a walk 
down Main Strect about dusk this evening. Look 
into the stores. Size up the lighting effects and 
lighting equipment you see there. 


You'll discover a dozen opportunities to sell 
WAKEFIELD 
“RED SPOT” HANGERS 


The way to sell store lighting is to have a 
definite proposition to make to the merchants 
you interview. Don’t waver and wabble. Pick 
out one of the modern, high-powered units and 


SELL THAT UNIT. 


The best, most satisfactory and most profitable 
unit for the electrical contractor-dealer to sell is 
a Wakefield “Red Spot” Hanger equipped with 


one of the popular types of glassware. Buy the 
Hanger and the glass separately, and you get the 
lowest practicable price. 


You also get the highest possible quality. You 
can prove that statement for yourself simply by 
examining a “Red Spot” against any other hanger 
you can either buy or assemble. We'll trust 
YOUR judgment as to “Red Spot” quality. 


And with quality AND price, what more can 
arly business man ask? 


You can sell that combination—you know it. 
Start now. ‘The merchants ia your city, those in 
your own neighborhood, reed better light—and 
you need the money. Write for facts and prices 


on “RED SPOT” Hangers, and go out and 


sell. 





e F.W.WAKEFIELD BRASS CO. 














VERMILION, OHIO, U.S.A. 


WAKEFIELD “RED SPOT” HANGER!) 
for the Popular High-Powered Commercial Lighting Units 





oe, |(WAKEFIELD| 
1350" KEFIEL 
QO “Red Spot” Hanger fits Ivanhoe Ace, 


Trojan, Phoenixlite, and all urn-shaped 

<< glass. 
Has adjustment which overcomes in- 
SUSPENSION equalities of glass and gives true bal- 


oe, UNIT ance when unit is hung. 


mci 
newrvn enum Production of 
BRusHre waasy THE)EW.WAKE FIELD BRASSCO) 
2e'OveER aa gQ VEOWILION OM0.U44. | 





Has two-position socket which insures 
correct placement of lamp, hence in- 
variable satisfaction with installation. 





























Has burred and beveled holder screws 
which prevent glass from becoming 
loose in service. 

Has oversize canopy which snugly 
covers insulating joint or outlet box. 

Made also in ceiling type. 

Packed one in a box complete—no 
lost parts, no damage or deterioration 
of hangers in stock or in transit, easy 
to stock and handle. 
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RUGGED 
‘\@NSTRUCTION 


insures Long Life 


Quicker work, 
a better job, and 
a substantial 


You have often noted the massive 
rear wheels and axle of a big 
truck. Rugged construction in 
every line. Built to stand the gaff 
of heavy service. mn 
Wherever endurance is requisite you 
will find strength, ruggedness. And 
this principle applies to the “Union” 
Fuses as well as to the motor truck con- 
struction. 
We feel perfectly safe in our claim that 
the “Union” Renewable Fuse will stand 
a greater number of blow-outs than any 
other fuse—because we know that it is 
more strongly built. The casing is ex- 
tra tough and extra thick. The ferrules 
are rigidly screwed and riveted to the 
casing ——outside as a_ reinforcement 
against the action of a “blow.” The 
cap and washer are exceptionally heavy 
and accurately fitted to give utmost 
rigidity. 
By its looks alone you can tell that a “Union” 
Renewable Fuse has enormous powers of endur- 
ance. 
It is this ability to take punishment—to stand blow- 
out after blowout—that makes the “Union” Renew- 
able the most economical fuse for you to use on 
circuits subject to frequent blowouts. , 
“Union” Fuses, both Renewable and Non-Renew- 
able, are for sale by all leading jobbers and dealers. 
The National Board of Fire Underwriters have 
given both types their very highest approval. 

Free descriptive booklet on request. 


RENEWAB 





The “Union” saves more than 
ANY other renewable fuse. 


CHICAGO FUSE MFG. CO. 


Manufacturers of Switch and Outlet Boxes, Cut-Outs, 
Fuse Plugs, Automobile Fuses, Renewable and Non- 
Renewable enclosed Fuses. 


NEW \ORK 


| 
| 





CHICAGO 











(& NON-RENEWABLE FUSES |i 


‘UNION 


4)! 


a 
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[FXHERE IS extra profit for you in 


this clean thread, efficiency con- 
duit. Strip off the patented Thread 


Protectors—the threads are sharp and 
true, with just sufficient enamel to pro- 


tect from rust. The conduit is ready to 
install. 


Pittsburgh Standard is the highest 
grade enameled conduit with all of the 
difficulties left out. Your men will like 
it. Easy to fish; bends as required 
without injury. 


On every job, large or small, Pitts- 
burgh Standard will cut your time. 
Always, P. S. pays you best. 


LIMINATES run- 

ning dies over pipe 
ends and reversing 
couplings. Reaches the 
job ready to install. 
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The Straight Pull 








“Spiralweave” is applied 
to Hazard Wires and 
Cables where longitudinal 
strength and great wear 
resistance is needed, such 
as— 

Tree Wire 

Mine Cables 

Portable Cables 

Mine Shaft Cables 








WIRES AND CABLES 


do not “sive” 


HE longitudinal strength and wear resist- 
T ance of “Spiralweave” covering on Hazard 
Wires and Cables is best compared with braided 
coverings by means of a piece of cloth. 


Pull a piece of cloth straight with the warp 
and it does not stretch—neither do the threads 
pull apart or open up. Pull the same piece of 
cloth with the strands running in diagonal or 
on the bias to the pull, and it stretches easily. 
The first typifies a Spiralweave covering and 
the second an ordinary braided covering. 


The “Spiralweave” covering of Hazard wires 
and cables does not stretch or “give” because 
the warp threads run lengthwise with the wire, 
while the filler threads run spirally around the 
wire, making a tough and flexible covering. 


Hazard Manufacturing Co. 


CHICAGO 
552 W. Adams St. 
DENVER 
1415 Wazee St. 


NEW YORK PITTSBURGH 
533 Canal St. 2213 First Nat’l Bank Bldg. 


BIRMINGHAM 
1701 First Ave. 


WILKES-BARRE, PA. 
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HAZARD Wires Cables ( W 
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BESS nnn SAAMI SS 
1812 


Makers of Quality Wire Rope since 1848 
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‘SPRAGUE 
WIRING MATERIALS 
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Sverything 
Sor the 
Complete 
Wiring 
System- 
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A complete application of electricity involves not only modern 
fixtures and appliances but the little accessories which make both 
more convenient. 


Illustration from Saturday Evening 
Post of October 15th. 


Spread the Gospel of Complete Wiring 


Fall advertising of G. E. wiring devices in the Saturday Evening Post of 
October 15 and October 29 offers the Electrical Contractor an opportunity to 
build up wiring devicé sales by urging upon their customers a wiring installation 
which will make available the full value of electric service. 


The time has past when the wiring of a home should command only cursory 
consideration. Electrical convenience is quite as important to the householder 
as plumbing or heating convenience—and the electrical contractor will increase 
his business in exact proportion to his zeal in impressing this fact upon his house- 
wiring customers. 


Do not be satisfied with meagre wiring plans 
—sell the customer what he ought to have! 


General@Ele ctric 


General Office Sales Offi 
Schenectady. NY. Co In Pp an y all large pt 
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The Grill That Makes Money Making 
A Daily Custom 


ELL a grill a day—and more some days. You can establish this custom by 
easily getting customers for the new “Universal” Grill. What is needed 
REVERSIBLE daily can be sold daily. Women fret and stew in hot kitchens when they might 
better stew, fry, broil, toast and poach by using this grill at the table. 
TOAS TER HE new Egg-Poaching Inset with removable pans is standard equipment—an 
; Ya wet 





added feature for good measure—and good service. Handy 3-Heat Snap 
switch instantly detached when cleaning grill. 
The “Universal” is the type you would have if 
you had one made to order. It is the grill all 
women want—and you can get their orders. 





“Universal” 
Grecian Coffee Urn 


OMMON adjectives cannot express the beauty, 
dignity, and value of this new urn. It stands 
out from the ordinary like a flower in a weed 
patch. Pure Grecian type with decorative 
acanthus design on chased bands of body. Ivoroy 


OAST is done a good turn at every faucet and feet, graceful swinging handles, cut 
turn of this improved toaster. The glass top. ‘Universal’’ standard pump and 
bread holders swing by a touch of the safety fuse plug. This urn is a classic beauty— 
finger; never sag, bend, stick or allow a classy seller. Show it, advertise it, feature it 
toast to fall out. You can depend on as a holiday gift. 
this handsome toaster to work better 
and keep on longer than others. The Write for bulletin describing these and 
“Universal” long-life unit sees to that. ie i ie 
Stock this toaster for holiday trade. It other “Universal” Goods. 





will sell, serve and satisfy. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Wanted—Electrical estimator and solicit- 
or by an electrical contracting firm in New 
York City. Man must come well recom-| 
mended and must be able to make an in-| 
vestment of $1,000. Remuneration based on | 
percentage of the profits, with a drawing | 





HELP ae ji | 





One 
Inch 


For Help Wanted 


ELECTRICAL CONTRACTOR-DEALER 


| THE MARKET PLACE 


WB To Buy or Sell Used Material (@ 


For Situations Wanted 


RATE : 


] ° 00 Paice 


sale of signalling apparatus 





to the con- 
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Vol. 20, No. 


\ 








3—50 KVA, 13,909 V pri, 230-460 C sec., 
60 cycle O. I. S. C. Western Electric (Gen- 
eral Electric make), type H, form G with 
oil. 5—2% KVA, 2200 V pri, 220-120 V 
sec., 60 cycle, O. I. S. C. Crocker Wheeler 
“REMEK” form A with oil. 2—1 KVA, 
550 V pri, 274-137 V sec., 60 cycle, O. I. 
S. C. Westinghouse type S with oil. I— 
1 KVA, 440 V pri, 220-110 V sec., 60 cycle, 
O. I. S. C. Westinghouse type S with oil. 





account. This is an excellent opportunity | tractors and jobbers. Address, Box T, clo} 2—? KVA, — be! a. oer nee Vv Ty. 60 
for a live wire. Address: Box Q. clo| Evecrricat ContTrAcTor-DEALER, 15 West ; te rig —_ nrg ag gl “<4 
ELecTRICAL CoNTRACTOR-DEALER, 15 West) 37th Street, New York City. it-g | SOrmer LO, NO. 21597. 5-4 AM, ay Y, 
s7th Street, New York City. tf-8 | ratio 400-5A, 10 wt, 25-132 cycle, Wagner 








Wanted—s-H.P., 


2-phase, 


60-cycle, 220- 


type R. W. D. Instrument Transformers. 





SWITCHES. 2—300 A, 15,000 V, Gen- 


Wanted—Capable man for handling our _ volt, A. C. Back Geared Motor. State price | 4—1000 A, 4500. V, ratio 200/1A, 25/125 
electrical contracting department. The man | and particulars. Address: John L. Kruger, | cycle, General Electric type W-5 Instru- 
to fill this position must have thorough | 137 Grand Avenue, Brooklyn, N. Y. It-10} ment Transformers. I—300 A, 15,000 V, 
knowledge of wiring, as he would have to | ratio 10/1, 25/125 cycle General Electric 
figure all his own jobs and take complete | K-48 Instrument Transformers. _ 
charge of our contracting department. FOR SALE CIRCUIT BREAKERS AND _ OIL 


Salary from $2,000 to $2,500 a year. Ad- 


eral Electric oil cir. bkr. form K-12 com- 





dress: Box P, clo ELectricat ConTRACTOR- 





DEALER, 15 West 37th Street, New York| For Sale—About 5000 feet No. 141 plete with operating lever DL-140512-WSF- 
City. tf-6| Leaded Telephone Cable in lengths to suit | 93305, 5 amp. (New, never used.) = I— 
purchaser. Price right. Ralph H. Tenney, | 2500 A, 110 V, 2 P, air cir. bkr. I. T. E. type 





WANTED 


11 Depot St., 


Newport, N. H. 


tf- | 


NX single coil, slate mounted. (New, never 








: —-- | used.) 1—15 A, 2300 V, 4 P, non-automatic 
Wanted—Back numbers of Volume 19| _ For Sale—CAB LE. Rubber and Lead | cil cir. bkr. Conduit type E. (Used, but 
and 20 ExectricaAL Contractor- Deater, | Covered, 600 V Service. All new, unused, | good.) . 
Write stating what numbers you can offer | and on original reels. Will cut to suit or} SAFETY SWITCHES. 2—VV No. 
and your price for them. Address: Elec- make special inducements on the entire lot. | | DF3200, 200 A, 250 V, 3 P. 5—VV No. 
tric Equipment Department, Carnegie In- | 1223 ft. 1,000,000 CM 2 _cond., lengths 320- | | DF 3060, 60 A, 250 ‘, 2 
stitute of Technology, Pittsburgh. It-9 | 320-252-195-126; 378 ft. 750,000 CM 3 cond., MISCELLANEOUS. NPP. ARATUS. 1— 
. —_—— | lengths 126-126-126; 70 ‘it. 500,000 CM 3) 10 sta. auto call switchboard (new, never 
Attention of Manufacturers—We are /cond., one length; 438 ft. 400000 CM 3/ used). I—No. 51 National X-Ray flood- 
desirous of hearing from manufacturers of | cond., lengths 126-126-126-60; 300 ft. 300,000 light. 1—105 H. P. 220 V, moior starting 


who are interested | CM 
a direct agency for their prod- 
New York territory. We have 


a number of years specialized in the 


Sells, Annunciators, etc.., 
in securing 
uct in the 
tor 


PA 


UNIVERSAL 


ESTIMATE 
SHEETS 


Get a Supply 


from 
NATIONAL ASSOCIATION 


15 West 37th St., 
New York 


SJULURUCEERUUREGEREEREAEEQERGGEEEEEREEE TERRE EOC ROREERGGERGEREGRGRRGGEEROEREGGRERGOEREOERERGOOEEOED 





3 cond., 
Also the following apparatus: 
TRANSFORMERS—Distribution and in- 

strument. 


They Simplify 
Your Estimating 


ELECTRICAL CONTRACTORS & DEALERS 


one length. 


rheostat with no-voltage release, Westing- 


house type D, serial No. 1og961A.  <Ad- 
dress: Box U, clo EvectricaL ConTRACTOR- 
DEALER, 15 West 37th St., N. Y. C. It-10 








BUY ELECTRICAL SUPPLIES 


From Electrical Supply Jobbers 


See Below and Fol!owing Pages 








FOBE 


Wholesale Electrical Supplies 


S SUPPLY COMPANY 











SEATTLE SAN FRANCISCO 
PORTLAND OAKLAND 
Government Savings Securities 


Th 


THRIFT STAMPS 


TREA 


GOVERNMENT SAVINGS STAMPS 
TREASURY SAVINGS CERTIFICATES 


AT 


e safest investment in the world 


SURY SAVINGS STAMPS 


BANKS AND POST OFFICES 
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“Buy Electrical Supplies from Electrical Supply Jobbers” 


QUICK REFERENCE LIST for the Convenient Use of Contractor-Dealers, in which Electrical 
Supply Jobbers in various Sections invite Your Patronage 








Deal with a jobber that has always recognized the 
electrical contractor and where you can depend 
upon 


HIGHEST GRADE OF ELECTRICAL 
MATERIALS 


Right Prices and Immediate Delivery 


Baltimore Electrical Supply Co. 


BALTIMORE, MD. 


ELECTRIC SUPPLY & EQUIP. CO. 


Warehouses 
HARTFORD SCRANTON 


ALBANY READING 
Sales Offices 
1270 Broadway, New York City. 


Wholesale Only Policy 
Established 10 B. G. (Before Goodwin). 








Yours for Co-operation 


Brooklyn Electrical Supply Co. 
56 Myrtle Ave., Brooklyn, N. Y. 


LARGE STOCK PROMPT SHIPMENT 


Qldest and Largest Electrical 
Supply Jobbers in New Jersey. 


Newark Electrical Supply Co. 


“The House of Quick Service” 


223 Market Street Newark, N. J. 








25 YEARS’ RELIABLE SERVICE— 

Complete Stocks, High Grade Electrical Supplies, 
I.X.L. Rubber Covered and W.P. Wires, Bryant, 
Hubbell andi Arrow E Specialties, Unilet Conduit Fit- 
tings, Edison Mazda Lamps, Manning Bowman Heat- 
ing Devices, Crystal and Rotapex Washing Machines, 
Sweeper-Vac and Apex Cleaners, Capitol Ironers, 
Gould Storage Batteries, Radio Supplies, etc. 


DOUBLEDAY-HILL ELECTRIC Co. 


WHOLESALE 


Pittsburgh, Pa. Washington, D. C. 


ROBERTSON - CATARACT 
ELECTRIC COMPANY 


HE largest wholesalers of depend- 
able electrical merchandise, appar- 
atus and line materials between Boston 


and Chicago. 
BUFFALO NEW YORK 








SOUTHERN ELECTRIC COMPANY 


—DIstTrRIBUTING JoBBERS— 


Electrical Merchandise 


Household Labor-Saving Appliances—Lighting Fix- 
tures for Home, Office and Factory—Edison Mazda 
Lamps—Wiring Supplies, Etc. 


BALTIMORE, MD. RICHMOND, VA. 


For Service— 


RUMSEY ELECTRIC COMPANY 


1007 ARCH ST., PHILADELPHIA 


Distributors 


Electric Supplies and Machinery 

















VER Forty Years of Constant Obser- 
vation and Study of Your Require- 
ments in Electrical Supplies. 


National Electrical Supply Company 


DISTRIBUTORS—JOBBERS 
1328-30 New York Ave., Washington, D. C. 


More than 100,000 Square Feet of Floor Space. 
Large Stock. Prompt Shipments. 
QUALITY! SERVICE! 








IF A “WHOLESALE ONLY” POLICY—A 
PRICE CONSISTENT WITH QUALITY AND 
A “SAME DAY SERVICE” MERITS YOUR 
BUSINESS 


Send Your Orders to the 


Union Electric 
60 Pine Street, - 


Supply Company 


Providence, R. I. 
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Where to Purchase Lighting Fixtures 


READY REFERENCE LIST of Lighting Fixture Manufacturers for the convenience 


of Electrical Contractor-Dealers. 


































We specialize manufacturing lighting 
fixtures of good taste at moderate 
prices 

ema INC. 


132-134-136 W. 14th St., New York City 
Telephone, CHE Isea 0672—0673 


Send For 
NEW REFLECTOLYTE CATALOG 


Illustrating new REFLECTOLYTE with con- 
cealed Reflector and one-piece enclosing glass- 
ware. Ideal for Stores, Offices, Public Build- 
ings, Churches, Schools, Etc. 


THE REFLECTOLYTE COMPANY 


914-Q Pine Street, St. Louis, Mo. 






















Have you received your copy of 


our Catalog? 
It’s filled with artistic Lighting Fixtures, 


Portables and Floor Lamps. Send for your 
copy now! 


CHICAGO REEDWARE MFG. CO. 


780 Milwaukee Ave., Chicago, Ill. 


Shapiro & Aronson, Inc. 
Lighting Fixture Manufacturers 
Build your business with S. & A. 
Standardized Lighting Fixtures in 
Standardized Finishes. They com- 
bine the “made-to-order” look 





No 53535 


DESIGN OATENT with prices rivaling those offered 
on ordinary “ready-made” fixtures. 
20 Warren Street, 


New York City 





















The ideal behind our or- 
4 Ge «=—Sganization has always been 


to gain the confidence of 


Gimbilise 


Qual by viahtma Sixhures 


the dealer by supplying him 
merchandise of the highest 
quality, that will sell and 
that will net him the mar- 






gin of profit he deserves. 


Write for catalogue “‘B.” 


FRANKEL LIGHT COMPANY 


Manufacturers of 
SPINNINGS, STAMPINGS AND ASSEMBLED FIXTURES 


5016 Woodland Ave., Cleveland, Ohio 


FINDLAY’S FINE FIXTURES 


FINE IN EVERY SENSE OF 
THE WORD oa 
The name itself is suggestive of ; 
quality, and if you are seeking dis- 
tinctive lighting fixtures of the 
highest type, don’t fail to see our 
new 16-page catalogue just off 
the press. 
ROBERT FINDLAY MFG. CO. 
224 Fifth Ave., N. Y. City. 



































ANNOUNCING 
Fullo-Lite Commercial Lighting Units. 


Superior Quality. Splendid Design. 
Surprising Prices. 
Write for Dealers and Jobbers Large Profiit 
Proposition. 


Desirable Agencies Still Open. 
Manufactured by 


FRED W. L. FULLERTON, INC. 
15 West 20th Street, New York City 
Electrical Supplies Lighting Fixtures Motors 








GET YOUR COPY OF THE 


HOLOPHANE DATALOG 


A Book of 156 Pages, Pocket Size. 
Copies are lent (not given) to individual contrac- 
tors upon request. Write on your business letter- 
head to 


Holophane Glass Company, Inc. 
Dept. A-33 
340 Madison Avenue, New York. 
Holophane Reflectors are distributed in accordance with the principle 
of the Goodwin Plan. 




















MORE SALES 


—IF YOU SPECIFY—— 


X-Ray Reflectors 


——FOR—— 


Show Window Lighting 


NATIONAL X-RAY REFLECTOR COMPANY 
CHICAGO 


NEW YORK SAN FRANCISCO 











NEW BUSINESS RECORD 
for the 


Electrical Merchant-Contractor 
Just Issued 


Send to National Headquarters for full particulars. 
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Belden 





COLLARS PER THOUSAND FaET 


1917 1918 19/9 1920 792! 


A STUDY IN PRICES 

This curve will help you to visualize the relation 
between past, present and probable future prices. 

Common Type “C”’ Lamp Cord is taken for illus- 
tration but the trend for kindred products is quite 
similar. 

Incidentally this graph shows the promptness and 
extent of our price liquidations. 


BELDEN MANUFACTURING COMPANY 


Electrical wire, cable and cordage. 
Main Orrice anp Factory Eastern WAREHOUSE 
Chicago, Ill. Metuchen, N. J. 














> 


HE PRODUCTS marketed under this 

trade name and trade mark have back 
of them a guarantee consisting of over 39 
years of successful service. 


| They include Bare and Insulated Wires 
and Cables of all kinds and sizes and for 
every class of service, also Cable Acces- 
sories of all kinds. 


{| They are sold at a price which, quality 
considered, is as low as the lowest. 


Why not use STANDARD Wire on your 
next job? 


Standard Underground Cable Co. 
Pittsburgh, Pa. 
Boston Washington Atlanta Philadelphia 
Chicago Minneapolis Kansas City New York Detroit 
San Francisco St. Louis Salt Lake City 


For Canada: Standard Underground Cable Co. of Canada, Limited, 
Hamilton, Ont. 


Los Angeles Seattle 








Nl 


_ 

















Extra Special 








NO. 2905. 


Insulators large, 
Insulators small, 

The Trenton Porcelain Co. 
Can supply them all. 


Existing conditions demand improved 
business through increased efficiency and 
the use of materials of the highest qual- 
ity. Especially is this true in your selec- 
tion of porcelain insulators. 


Years of experience have taught the 
Trenton Porcelain Company the ac- 
cumulative value of manufacturing qual- 
ity porcelains only. 


Ask your jobber for them. 
If he cannot supply you, write 
us about them. 


Trenton Porcelain Company 
TRENTON, NEW JERSEY 
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Bushed Elbow 
with Brass 
Floor Coupling 





“Bulb” Tee with Brass Floor Coupling 




















| 
A Few of the New Fittings Shown In Our New Catalog 


DID YOU GET ONE? IF NOT, WRITE US 


THOMAS & BETTS CO. 


63 Vesey Street New York, N. Y. 
Chicago Office: 612-626 W. Jackson Blvd. 
W. J. DOHERTY, Mgr. 




























_ Neco anwncutors | A nnynciators and Electrical 


Hotel, House, Car 


iuawv—eree House Goods 


Self-Restoring Manufactured by 
Individual Set-Back 


Return Call Systems PARTRICK & WILKINS CO. 


Telephone Systems Established 1867 
Fire Alarm Systems 
Hospital Systems 51 N. Seventh Street, Philadelphia 
Apartment House 
eee Our Annunciators and House Goods in Stock 
tc., Cc. 





and for Sale by Dealers Everywhere 
































Two Sizes, Strong, Light, Neat 


“BUCKEYE” NEW SPLIT KNOB 


Manufactured under Bower Patent No. 995838 

The Buckeye Knob is interchangeable, Counting of pieces and matching tops 
and bottoms eliminated. It is interlocking and cannot twist nor get out of align- 
ment. 

Every piece being exactly alike, the breaking of one does not destroy or 
make useless a whole knob. 

The wire grooves are deep and hold the wire firmly without injuring insu- 
lation, installedjwith either screw or nail. 

The Buckeye is the only Interlocking Reversible Knob having two grooves 
on the same plane. 


The Findlay Electric Porcelain Co., Findlay, O. 





Send ‘or 
Catalog 
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“DIAMOND H™ 


REMOTE CONTROL SWITCHES 
LAMINATED BRUSHES 


IRONCLAD MECHANISM 
SELF CLEANING CONTACTS 


























FOR A ~ FOR 
ALTERNATING DIRECT 
CURRENT CURRENT 
Type “F” 3-Pole Back Connected 
Remote Control Switch 
DouBLE PoLE—THREE PoLE—Four Poe Double Pole TYPE “F” triple Pole 





Catalog | Ampere List | eutates List 
Number | Capacity; Price | Number] Price 





730 30 $46.00 790 $43.20 
740 60 48.00 800 54.00 
750 75 60.00 810 67.20 
760 100 93.60 820 108.00 
770 150 108.00 830 124.80 
780 200 122.40 846 139.20 

















Write for Catalogue and Discount Sheet 














Made by 
Double Throw Combination H ARTFORD, CONN., a 
For two sources of supply with common load. Transfers U. S. A. 
automatically upon failure of one source. 
_§ 
== == SSS SSS 
















WE MANUFACTURE 


SHIELD BRAND 


WEATHERPROOF, SLOW BURNING, ANNUNCIATOR, OFFICE 
AND MAGNET WIRES AND CABLES 








ACME, EUREKA and WIZARD IRON and WOOD BOX BELLS and BUZZERS 





Annunciators and Push Buttons. *“*‘Daisy’’ Floor Treads 


The Ansonia Electrical Company, Ansonia, Conn., U.S.A. 







Every Thing from Generator to Lamp 


H. C. ROBERTS ELECTRIC SUPPLY CO. 


PHILADELPHIA, PA. Cor. W. Water & N. Franklin Sts. 
1101-5 Race Street SYRACUSE, N. Y. 


ELECTRICAL SUPPLIES AUTOMOTIVE EQUIPMENT 
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SHERMAN. 


GROUND CLAMP 









APPROVED 
“= 


The Sherman Ground Clamp conforms in 
every way to the latest underwriters’ require- 
ments. It is made of extra heavy material 
and is equipped with a genuine Sherman 
Soldering Lug, making it ideal for soldered 
connections. 


Higher conductivity and a tighter grip are 
obtained from Sherman Ground Clamps 
because they are made from copper, all in 
one piece. 


The Sherman Ground Clamp is the easiest and 
quickest to apply. It is the best at any price. 


Send for Sample 
Order From Your Jobber | 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 








<Lw 


Universal Plugs 
are built for service 
and are adaptable to 
either flat or round 
terminals. 







Write Today for Com- 


T & W ELECTRICAL MFG. CO., Inc. 


Chicago, III. 
Los Angeles, Cal. 


4503 Ravenswood Ave., 
2043 Sacramento St., 




























<w> WURDACK <> 


SWITCHBOARDS 
PANEL BOARDS 

STEEL CABINETS 
KNIFE SWITCHES 


LET US 
FIGURE 
YOUR 
REQUIREMENTS. 


WM. WURDACK 
ELECTRIC MFG. COMPANY 















ST. LOUIS, MO. 


—| 




















“The Progressive Electrical 
Supply House” 


Distributing Jobbers of 


Electrical Supplies 
& Equipment 


AMERICAN ELECTRICAL 
SUPPLY CO. 


953-955 Washington Blvd. 
Chicago, Ill. 
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RUBBER INSULATED 
WIRES AND CABLES 











The Contractor 


wants a conduit with clean threads and 
smooth interiors so that he can install and 
fish it easily. And for the sake of his cus- 
tomer he wants a conduit protected from 
rust. 


Clifton Conduit 


Enameled or Galvanized, 





i) 


National Electrical Code Standard 
Intermediate (Red) Thirty Per Cent. 


Wire built under the direct su- 
pervision of experienced engineers, 
skillfully and honestly manufac- 
tured with one purpose and result. 


is a practical conduit exactly suited to the 
contractor's needs. It is made from high- 
grade steel pipe carefully enameled or gal- 
vanized to protect it from corrosion. And 
the threads are sharp. 


A-A WIRE CO., Inc., Clifton Manufacturing Co. 


BOSTON, 61 Brookside Ave. 30 


Continuous Service 























Factory—Newark, N. J. NEW YORK, 26 Cortlandt Street 
BUFFALO, 34 Sayre Street 
Sales Offices: 50 East 42nd Street, 9 Rye gy mgt edd pay. “seed Street 
New York City. Friction Tape. Splicing Compound. 
PRODUCTS: Insulated wire and cable for 
every transmission purpose— 
Lead Encased Cables not made to meet a price, but 
Armored Submarine Cables with the idea of rendering maxi- 
‘ mum service to the purchaser 
. Flexible Cables and of reflecting maximum credit 
Railway Signal Wire to the contractor who uses it. 
Car Wire and Cables 
Automobile Lighting, Starting Safety Insulated 
and Ignition Cable Wire and Cable Co. 





114 Liberty Street 
BISHOP GUTTA-PERCHA CoO. N E W YORK 


420 E.25=, NEW YORK 











— = 








UMI 
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SEPARABLE ATTACHMENT PLUG 
MOULDED MATERIAL 


660 Watts, 250 Volts 


| TRADE MARK 
4 Our MESCO Products 
Catalog sent to any 
dealer or contractcr on 


request. 


N. E. Cc. Standard 








MANHATTAN ELECTRICAL 
SUPPLY CO., Inc. 


NEW YORK CHICAGO 
17 Park Place 114 S. Wells St. 


ST. LOUIS SAN FRANCISCO 
1106 Pine St. 604 Mission St. 
FACTORIES: 











Jersey City, N. J.— Ravenna, O.—St. Louis, Mo. 




































We Sieuniiitees —_ 


Rubber Covered Wire—Solid Conductor, 
Stranded Conductor, Flexible Conductor, 
Extra Flexible Conductor. 


Lamp Cords, Reinforced Cords, Heater 
Cord, Brewery Cord, Canvasite Cord, Packing- 
house Cord. 


Deck Cable, Stage Cable, Border Light 
Cable, Flexible Armored Cable. 


Elevator Lighting Cable, Elevator Operating 
Cable, Elevator Annunciator Cable. 


Switchboard Cables, Telephone Wire, 
Flameproof Wires and Cables, Railway Signal 
Wires, High Voltage Wires and Cables. 


Automobile Ignition Cables, Automobile 
Lighting Cables, Automobile Starting Cables, 
Automobile Charging Cables. 


Moving Picture Machine Cable. 


| Boston Insulated Wire & Cable Co. 


Main Office and Factory: 
Dorchester District 
Boston, Mass. 










Canadian Branch 
Office and Factory: 
Hamilton, Ont. 























ELEcTRIC 


ALPHADUCT COMPANY 


SALES AGENCIES: 


I ia ca tical 5S. B. Condit, Jr., & Co. 
eS SE as Wm. S. Brown Electric Co. 


Philadelphia _._....-~~ L. P. Clark 
See ee Electrical Sales Co. 
ES a C. S. Broward 
eS S. H. Stover 
EERE a: McNair Electric Sales Co. 
2 rer: Wm. P. Crockett Co. 
Bi I atic dateastin haan Wm. P. Crockett Co. 
el, A «.. R. S. Wakefield 

ON ne B. K. Sweeney 

San Francisco..___~ H. B. Squires Co. 














PARANITE 


RUBBER COVERED WIRES AND CABLES 
THE STANDARD FOR THIRTY YEARS 





For all purposes. Inside, Outside, Aerial, 
Underground and Submarine Use. 


IF IT’S P AR ANITE IT’S RIGHT 


INDIANA RUBBER & INSULATED WIRE CO. 
JONESBORO, INDIANA 


New York Representatives: 


The Thomas & Betts Co., 
63 Vesey St. New York City 


Chicago Branch: 
Indiana Rubber & Insulated Wire Co. 
210 So. Desplaines St., Chicago 
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scuwarze CYCLONE seus 


A Quality Product at LOWER PRICES 


Approved by The Underwriters’ Laboratories 


FOR OPERATION 
FROM 


Battery 
110 Volt D. C. 


Transformer 


110 Volt A. C. 


Write for Bulletin and 
Price Sheet 





Manufactured by 
SCHWARZE ELECTRIC CO., 
Adrian, Mich. 
Distributors 


ELECTRICAL SALES COMPANY 


Boston New York Chicago Philadelphia 
Pittsburgh Minneapolis 








AGER'’S| 


Trade Mark Registered 


SOLDERING 
SALTS 


Buy it of your Jobber in } lb., 11b., and 
5 lb. Blue and White Enameled Cans 


ALEX R: BENSON CO., Inc. HUDSON, N. Y. 










































COPPER WIRE 


Bare and insulated for every 
kind of electrical work. 


COPPER RODS TROLLEY WIRES 


ROME WIRE COMPANY 
Main Plant and Executive Office, ROME, N. Y. 


“Diamond” Branch BUFFALO, N. Y. 
District Sales Offices: 

NEW YORK DETROIT, MICH. 

50 Church Street 25 Parsons St. 

CHICAGO, ILL. LOS ANGELES, CAL. 

14 E. Jackson Blvd. 833 San Fernando Bldg. 














Kanu Canopy Insulator 











Approved by Underwriters’ Laboratories 


Can be applied to canopy without the 
use of tools 
in rolls of 10 feet. 


ARTHUR F. STANLEY 


SELLING AGENT 
West & Hubert Sts. New York 
Telephone 5200 Canal 





























G 


NEGTIGUT 
TELEPHONES 


FOR INTERIOR USE 


You do not have to wait for a 














revival of building activities to do 
a profitable telephone business. 
There are hundreds of oppor 
tunities for the installation of 
Connecticut telephones in pri- 
vate houses, apartment houses, 
banks, factories, offices, hospitals, 
schools and other _ institutions 
right in your own city. 


WRITE FOR CATALOG 29-A. 


CONNECTICUT Zitecre COMPANY fi 


Meriden 












































SUBSCRIBE FOR THIS MAGAZINE TODAY 
AND RECEIVE THE REPORTS OF NA- 
TIONAL ASSOCIATION ACTIVITIES 
IN EVERY ISSUE 


Published Monthly 





$2.00 a Year 


ELECTRICAL CONTRACTOR-DEALER 
15 West 37th St., New York City 
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Write for 
Sample and TYPE “H” 
Prices 






‘Sie REG. U.S. FAT. OFF 









(’Arsonval Type) 


The scale is well defined and therefore it is 
easy to obtain readings at a distance. 


WRITE FOR DISCOUNTS. 


The Norton Electrical Instrument Co. 


Manchester, Conn., U. S. A. 





The pull socket with a LEVER that works in any 


direction and won't break off. 


The chain or lever may be removed or replaced 
without disturbing the shell. 


McGILL MANUFACTURING COMPANY 
VALPARAISO, INDIANA 



































WRITE FOR “THICK LEAD” SOUVENIR PENCIL 
CATALOG 33 CD AND LITERATURE ON 


Wirkits 


Steel City & Chectric€a 


Cotstog Mo, 14008 PITTSBURGH PENNSYLVANIA Catalog No. 34481 
“SHALLOW" WIRELET BODY “DEEP"WIRELET BODY 


F a 2 bar 49 - S 
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Motor 


Built to Last 








Extended copper rotor bars 
radiate heat from the rotor and 
at the same time fan the stator, 
reducing temperature rise. Inter- 
locking fingers grip the stator 
laminations with a hold that 
cannot be loosened. Ball-bear- 
ings prolong life and maintain 
a uniform air gap which insures 
most efficient operating charac- 
teristics. 












































Two and Three Phase 
Motors in twelve sizes, 


46 to 30 h. p. 




















Single Phase Motors 
in seven sizes, 
¥ tolh.p. 
























Write for Bulletin No. 7. 


3157 South Kingshighway, 
St. Louis, Mo. 
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See BUSS Announcement 
| On Page 7 

Issue of August, 192] 
BUSSMANN MFG. CO., St. Louis, Mo. 


BUSS FUSES — 


on the “how’”’ 


glad to maid 





APPROVED IN ALL TYPES AND SIZES 


“Fuseology” is a most complete and 
interesting treatise in handbook form 
and ‘‘why” of fuses. We will be 
you a copy. 

















Extra High Grade, are three widely known and exten- 
sively used Atlantic Wires. 

If you want to build or hold a reputation for quality 
work, see that “Atlantic” goes in the job. 


Price 


Insulated Wire & Cable Company 


New 


52 Vanderbilt Avenue. 


ATLANTIC | 


Insulated Wires 


Atlantic Insulation: is notable | 
for its dependability and maxi- 

mum service. 
DOLPHIN, Code; TRITON, | 
High Grade; and NEPTUNE, | 


lists and discounts upon request. 


ATLANTIC 


York, N. Y., Factory: 


Stamford, Conn. 




















MASTER 
Garage 


IN YOUR NEXT GARAGE SPECIFICATIONS 


be sure to include a ‘‘Master’” Garage 
pump. Popular with every garage 
owner. 

All steel pistons, no leather or rub- 
ber packings—insures maximum dur- 
ability and efficiency. 


Send for catalogue and agent’s offer. 


HARTFORD MACHINE SCREW COMPANY 


HARTFORD, CONN. 
409 Broome St. 
NEW YORK 


4612 Woodward Ave. 
DETROIT 








‘DETROIT 





Rubber Insulated Wires and Cables 


FOR EVERY ELECTRICAL PURPOSE 


DETR 


| 


RUBBER COVERED 


WIRES 


—=— 


OIT INSULATED WIRE CO. 


DETROIT, MICH. ° 




















mericore 


Underwriters’ inspection and endorsement 


American Steel & Wire 


CHICAGO 
NEW YORK 


RUBBER-COVERED 


Wire 


for interior wiring 
All sizes and voltages. 


Thoroughly reliable. Safe. 


Illustrated catalogue—tree 





Company 
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BUYERS’ GUIDE 


of some of the products manufactured by the concerns advertising in this 
To be listed here is a badge of reliability. 


guarantee of satisfaction. 


To buy from here is a 
When you buy from here please mention the 
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A. C. FLOATING BATTERY SYSTEM 
Valley Electric Co. 


ADAPTERS, LAMP 
Bryant Elec. Co. 
General Elec. Co. 
Hubbell, Inc., Harvey 


ADJUSTERS, CORD AND LAMP 
Crouse-Hinds Co. 
McGill Mfg. Co. 


ALARMS, BURGLAR, FIRE 
Conn. Telephone & Elec. Co. 
Crouse-Hinds Co. 

Edwards & Co., Inc. 
Partrick & Wilkins Co. 
Stanley & Patterson. 
Western Elec. Co. 


ANCIIORS, GUY, ALSO RODS 
Crouse-Hinds Co. 
Richards & Co., Geo. 


ANNUNCIATORS 
Ansonia Elec. Co. 
Conn. Telephone & Elec. Co. 
Edwards & Co., Inc. 
Ostrander & Co., W. R. 
Partrick & Wilkins Co. 
Stanley & Patterson. 


ARRESTERS, LIGHTNING 
General Elec. Co. 
Westinghouse Elec. & Mig. Co. 


ASBESTOS WOOD 
Johns-Manville, Inc. 


ATTACHMENTS, SOCKET 
Hubbell, Inc., Harvey 


BATTERIES, DRY 
Manhattan Elec. Supply Co. 
Stanley & Patterson. 


BATTERY CHARGING OUTFITS 
Valley Electric Co. 


BELLS, ELECTRIC 
Ansonia Elec. Co. 
Connecticut Tel. & Elec. Co. 
Edwards & Co., Inc. 
Electrical Sales Co. 
Manhattan Elec. Supply Co. 
Ostrander & Co., W. R. 
Partrick & Wilkien 
Stanley & Patterson. 


BENDERS, CONDUIT 
Steel City Elec. Co. 
Thomas & Betts Co. 


BLOCKS, MOLDING 
Bryant Electric Co. 
Gillette-Vibber Co. 
Mutual Elec. & Mach. Co. 
Roberts Elec. Sup. Co., H. C. 
V. V. Fittings Co. 

BOLTS, TOGGLE 
Cutter Co., Geo. 
National Metal Molding Co. 


BOXES. CONDUIT 
Adapti Mfg. Co. 
Appleton E'ec. Co. 
Chigago Fuse Mfg. Co. 
Columbia Metal Box Co. 
Crouse-Hinds Co. 
Cutter Co., Geo. 
Hart Mfg. Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Steel City Elec. Co. 
Thomas & Betts Co. 
V. V. Fittings Co. 
Wurdack Elec. Mfg. Co. 
BOXES, FLOOR 
Frank Adam Electric Co. 
Crouse-Hinds Co. 
Sprague Elec. Works. 
Stanley & Patterson. 
Steel City Elec. Co. 
Thomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 
BOXES, MANHOLE (JUNCTION) 
Frank Adam Electric Co. 
Crouse-Hinds Co. 
General Elec. Co. 
Johns-Manville, Inc. 
BOXES, METER PROTECTING BOXES 
Crouse-Hinds Co. 
General Elec. Co. 
Johns-Manville, Inc. 
BOXES, PULL 
Columbia Metal Box Co. 
Crouse-Hinds Co. 


BOXES, WOOD OR CABINET 
Crouse-Hinds Co. 
Stanley & Patterson. 


BRACKETS, TELEPHONE 
Stanley & Patterson. 
Western Elec. Co. 


BRUSHES, COMMUTATOR 


Calebaugh Self-Lubricating Carbon Co. 


BRUSHES 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 


BUSHINGS, BOX AND CABINET 
Fralick & Co., S. R. 
Pass & Seymour. 
V. V. Fittings Co. 
Westinghouse Elec. & Mfg. Co. 


CABINETS, METAL 
Frank Adam Electric Co. 
Columbia Metal Box Co. 
Cutter Co., Geo. 
Mutual Elec. & Mach. Co. 
Thomas & Betts Co. 
Wurdack Elec. Mfg. Co. 


CHARGING OUTFITS 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 

Robbins & Myers Co. 
Valley Electric Co. 
Westinghouse Elec. & Mfg. Co. 


CIRCUIT BREAKERS, AUTOMATIC 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


CLAMPS, CABLE- SUPPORTING 
Steel City Elec. Co 


CLAMPS, GROUND CONNECTION 
Columbia Metal Box Co 
Fralick & Co., S. R. 
General Elec. Co. 
Gillette-Vibber Co. 
Hart Mfg. Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Thomas & Betts Co. 


CLAMPS TEST 
Appleton Elec. Co. 


CLEANERS, VACUUM 
Apex Electrical Distributing Co. 
Western Elec. Co. 
CLIPS, FUSE 
Bryant Electric Co. 
CLUTCHES, MAGNETIC 
Cutler-Hammer Mfg. Co. 
COILS, CHOKE 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


COLORING AND FROSTING, INCAN- 


DESCENT LAMPS 
McGill Mfg. Co. 


CONCENTRIC, WIRING FITTINGS 
General Elec. Co. 


CONDENSERS, TELEPHONE AND 
TELEGRAPH 
Connecticut Tel. & Elec. Co. 
Western Elec. Co. 


CONDUIT, INTERIOR 
Alphaduct Co. 
American Circular Loom Co. 
Clifton Mfg. Co. 
Enameled Metals Co. 
National Metal Molding Co. 
Saylor Elec. & Mfg. Co. 
Sprague Elec. Works. 
Steel City Elec. Co. 
Trumbull Elec. Mfg. Co. 
Tubular Woven Fabric Co. 


CONDUIT, UNDERGROUND 
Johns-Manville, Inc. 
CONDULETS 
Crouse-Hinds Co. 
CONNECTORS, BRASS CYLINDER 
Bryant Elec. Co. 


Frankel Connector Co. 
Trumbull Elec. Mfg. Co. 


CONNECTORS, EXTENSION CORD 
Hubbell, Inc., Harvey. 


CONNECTORS, FIXTURE 
Il. B. Sherman Mfg. Co 


CONNECTORS, SLEEVE 
Bryant Elec. Co. 


CONNECTORS, SOLDERLESS 
Columbia Metal Box Co. 
Dossert & Co. 

Frankel Connector Co. 
Westinghouse Elec. & Mfg. Co. 


COOKING UTENSILS, ELECTRIC 
Landers, Frary & Clark. 
Manhattan Elec. Supply Co. 
Westinghouse Elec. & Mfg. Co. 


COUPLINGS, SHAFT 
General Elec. Co. 


CUTOUTS 
Arrow Electric Co. 
Bryant Elec. Co. 
Chicago Fuse Mfg. Co. 
Columbia Metal Box Co. 
Crouse-Hinds Co. 
Cutter Co., Geo. 
Freeman Elec. Co., E. H. 
General Elec. Co. 
Johns-Manville, Inc. 
Pass & Seymour, inc. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


DECORATIVE LIGHTING 
General Elec. Co. 
Holophane Glass Co. 


DRIERS, HAIR 
Landers, Frary & Clark 


DYNAMOMETERS 
Sprague Elec. Works 


ELEVATOR SAFETY DEVICES 
Cutler-Hammer Mfg. Co. 


FANS, DIRECT CURRENT 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


FANS, HANGERS 
Adam Electric Co., Frank 


FANS, MOTOR 
Century Elec. Co. 
Emerson Elec. Mfg. Co. 
General Elec. Co. 
Manhattan Elec. Supply Co. 
Robbins & Myers Co. 
Sprague Elec. Works. 
Westinghouse Elec. & Mfg. Co. 


FARM LIGHTING GENERATORS 
Valley Electric Co. 


FIBRE 
Johns-Manville, Inc. 
Russell Specialty Mfg. Co. 


FITTINGS, FIXTURE, IRON 
Appleton Elec. Co. 
Beardslee Chandelier Mfg. Co. 
Benjamin Electric Mfg. Co. 
Bryant Elec. Co. 
Crouse-Hinds Co. 
Cutter Co., Geo. 
Electric Appliance Co. 
General Elec. Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Steel City Electric Co. 
Trumbull Electric Mfg. Co. 
Vv. V. Fittings Co. 
Westinghouse Elec. & Mfg. Co. 


FIXTURES, SHOW CASES AND 
WINDOWS 
Benjamin Electric Mfg. Co. 


FIXTURE STUDS 
Fralick & Co., S. R. 


FLOOD LIGHTS 
Crouse-Hinds Co. 


FURNACES, ELECTRIC 
General Electric Co. 
FUSES, ENCLOSED 
Bryant Electric Co. 
Bussmann Mfg. Co. 
Chicago Fuse & Mfg. Co. 
Federal Sign System (Electric) 
General Electric Co. 
Johns-Manville, Inc. 
Westinghouse Elec. & Mfg. Co. 
FUSES, OPEN LINK 
Chicago Fuse & Mfg. Co. 
General Electric Co. 
FUSES, TELEPHONE 
Chicago Fuse & Mfg. Co. 
Resern Eve. Co, 
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GENERATORS, LIGHT AND POWER 
Emerson Elec. Mig. Co. 
General Electric Co. 
Robbins & Myers Co. 
Sprague Electric Works. 
Westinghouse Elec. & Mfg. Co. 


GLASSWARE 
Ivanhoe-Regent Works. 
National X-Ray Reflector Co. 


GUARDS, LAMP 
Hubbell, Inc., Harvey. 
McGill Mfg. Co. 

V. V. Fittings Co. 


HANGERS, ARC LAMP 
Cutter Co., 
General Electric Co. 


HANGERS, CONDUIT AND CABLE 
Appleton Elec. Ce. 
Columbia Metal Box Co. 
Minerallac Elec. Co. 
Pass & Seymour, Inc. 
Steel my Elec. Co. 
Thomas & Betts Co. 


HANGERS, FIXTURE AND BOX 
Cutter Co., 


HANGERS, LAMP 
Bryant Elec. Co. 


HEATERS, AIR, WATER, METAL, 
CANDY 


Cutler-Hammer Mfg. Co. 
HEATERS, INDUSTRIAL SERVICE 

Cutler-Hammer Mfg. Co. 
HEATERS, LIQUID 

General Electric Co. 

Landers, Frary & Clark. 

Westinghouse Elec. & Mfg. Co. 
HEATING DEVICES 

Westinghouse Elec. & Mfg. Co. 
HOLDERS, SHADE 

Hubbell, Inc., Harvey. 

National X-Ray Reflector Co. 
HOLDERS, BATTERY 

Ostrander & Co., W. R. 

Stanley & Patterson. 
IGNITION OUTFITS 

Western Elec. Co. 
INSTRUMENTS, INDICATING 

General Electric Co. 

Norton Electrical Instrument Co. 

Westinghouse Elec. & Mfg. Co. 
INSTRUMENTS, LAMP TESTING 

General Elec. Co. 
INSTRUMENTS, MINIATURE SWITCH. 

BOARD 

General Elec. Co. 

Norton Electrical Instrument Co. 

Westinghouse Elec. & Mfg. Co. 
INSTRUMENTS, POCKET 

Connecticut Tel. & Elec. Co. 
INSTRUMENTS, RECORDING AND 

CURVE DRAWING 

General Elec. Co. 

Westinghouse Liecc. & Mfg. Co. 
INSTRUMENTS, TESTING 

General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 
INSULATION, MOLDED 

Belden Mfg. Co. 

Johns-Manville, Inc. 
INSULATORS, CANOPY 

General Elec. Co. 
INSULATORS, HIGH VOLTAGE 

General Elec. Co. 

Johns-Manville, Inc. 

Westinghouse Elec. & Mfg. Co. 
INSULATORS, TREE 

Cutter Co., Geo. 
IRONS, CURLING 

Landers, Frary & Clark 

Westinghouse Elec. & Mfg. Co. 
IRONS, PRESSING 

Cutler-Hammer Mfg. Co. 
TRONS, SAD 

Landers, Frary & Clark. 
IRONS, SOLDERING 

Cutler-Hammer Mfg. Co. 

General Elec. Co. 
JOINTS, CABLE 

Dossert & Co. 
JOINTS, FIXTURE INSULATING 

Thomas & Betts Co. 
LAMPS, ARC 

General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 
LAMPS, AUTOMOBILE 

Connecticut Tel. & Elec. Co. 
LAMPS, INCANDESCENT 

Edison Lamp Words. 

General Electric Co. 

Hubbell, Inc., Harvey. 

Hygrade Lamp Co. 

National Lamp Works. 

Westinghouse Lamp Co. 
LAMPS, PHOTO-ENGRAVING 

General Elec. Co. 














October, 1921 ELECTRICAL CONTRACTOR-DEALER 47 


RAVEN CORE—A Rubber 
Covered Wire of Distinction! 











Made by a house of standing. 
Specified by all the leading architects. 
. Used by the Contractors who do the better grade of work. 


Can you afford to overlook it? 


NEW YORK INSULATED WIRE CO. 


Main Office: NEW YORK Factory: WALLINGFORD, CONN. 
Agencies and Branches: 
DENVER SAN FRANCISCO CHICAGO BOSTON 


Leuiene — 


Do You Read 


—these advertising pages every month? Do you 
take advantage of the many opportunities offered 
by advertisers in these pages? 


EVERY NUMBER OF THIS PUBLICATION IS 
A COMPOSITE CATALOG OF NEW AND 
USEFUL THINGS FOR THE CONTRACTOR- 
DEALER, AND FOR THOSE WHO ARE EN- 
GAGED IN THE ELECTRICAL INDUSTRY 





























Every person connected with your business should 
read every issue of this publication— 


For Profit 
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BUYER’S GUIDE— Continued 


LAMPS, 
PORTABLE, HAND 
Cennecticut Tel. & Elec. Co. 
Stanley & Patterson. 
LIGHTS, STAGE 
Sprague Elec. Wks. 
Western Elec. Co. 


LOCKS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LOCKNUTS 
Fralick & Co., S. R. 


LUGS, TERMINAL 
Crouse-Hinds Co. 
Cutter, Co., Geo. 
Dossert & Co. 
Trumbull Elec. Mfg. Co. 


MAGNETIZERS 
Valley Electric Co. 

MOLDED INSULATION 
Belden Mfg. Co. 
Cutler-Hammer Mfg. Co. 
Johns-Manville, Inc. 
Westinghouse Elec. & Mfg. Co. 


MOLDINGS, METALLIC 
Appleton Elec. Co. 
National Metal Molding Co. 


MOTOR GENERATORS 
General Electric Ce. 
Sprague Elec. Wks. 
Valley Electric Co. 
Westinghouse Elec. & Mfg. Co. 


MOTORS, POWER 
Century Electric Co. 
Emerson Elec. Mfg. Co. 
General Elec. Co. 
Robbins & Myers Co. 
Sprague Elec. Works. 
Valley ae _ 
Western Elec. 
Westinghouse les. & Mfg. Co. 


OPENERS AND LOCKS, DOOR 
Edwards & Co. 


OZONIZERS, INDUSTRIAL 
Sprague Elec. Wks. 


PADS, HEATING 
Landers, Frary & Clark. 


PAINTS AND COMPOUNDS 
D & W Fuse Co. 
General Elec. Co. 
Johns-Manville, Inc. 
McGill Mfg. Co. 
Minerallac Elec. Co. 
Standard Underground Cable Co. 


PANEL BOARDS 
Adam Electric Co., Frank 
Crouse-Hinds Co. . 
Trumbull Electric Mfg. Co. 


Westinghouse Elec. & Mfg. Co. 


PERCOLATORS 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Ceo. 


PLANTS, LIGHTING 
General Elec. Co. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PLATES, FLUSH SWITCH 
Arrow Electric Co. 
Bryant Elec. Co. 
Connecticut Tele. & Elec. Co. 
Hubbell, Inc., Harvey. 

PLUGS AND RECEPTACLES 
Arrow Electric Co. 
Bryant Electric Co. 
Chicago Fuse Mfg. Co. 
Cutler-Hammer Mfg. Co. 
Cutter Co., Geo. 
D & W Fuse Co. 
Freeman Electric Co. 
General Elec. Co. 
Hart Mfg. Co. 
Hubbell, Inc., Harvey. 
Johns-Manville, Inc. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Sprague Elec, Wks. 
Stanley & Patterson. 
Trumbull Electric Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


PLUGS, CONDUIT 
Trumbull Elec. Mfg. Co. 

PLUGS, SPARK 
Western Elec. Co. 

POLE LINE HARDWARDE 
Cutter Co., Geo. 
Johns-Manville, Inc. 
National Metal Molding Co. 

"ORCELAIN, STANDARD 
General Elec. Co. 

Trenton Porcelain Co. 

PORTABLES 
Beardslee Chandelier Mfg. Co. 


TROUBLE, AUTOMOBILE, 


POSTS, LAMP, ORNAMENTAL 
Cutter Co., Geo. 


POTS, MELTING 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PROJECTORS, ELECTRIC 
Crouse-Hinds Co. 
Cutter Co., Geo. 
General Elec. Co. 
National X-Ray Reflector Co. 
Western Elec. Co. 


PROTECTORS, LINEMEN’S 
Minerallac Elec. Co. 


PROTECTORS, THREAD, CONDUIT 
Enameled Metals Co. 


PROTECTORS 
Connecticut Tel. & Elec. Co. 
Minerallac Elec. Co. 
Partrick & Wilkins Co. 
Stanley & Patterson. 


PUSH BUTTONS 
Edwards & Co., Inc, 


RADIATORS, ELECTRIC 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Co 


RANGES, ELECTRIC 
Ivanhoe-Regent Works 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Ce. 


REFLECTORS 
National X-Ray Reflector Co. 
Overbagh & Ayres Mfg. Co. 


REFLECTORS, PORCELAIN, 
ELED, IRON AND STEEL 
Cutter Co., Geo. 
Hubbell, Inc., Harvey. 
Overbagh & Ayres Mfg. Co. 


REGULATORS, — 
General Elec. 
Westinghouse Elec. & Mig. Co. 


RHEOSTATS 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 
Valley Electric Co. 
Westinghouse Elec. & Mfg. Co. 


ROSETTES 
Adapti Mfg. Co. 
Arrow Electric Co. 
Bryant Elec. Co. 
Crouse-Hinds Co. 
Freeman Elec. Co., E. H. 
General Elec. Co. 
Hubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SAMOVARS 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Co. 


SHADES, METALLIC 
Hubbell, Inc., Harvey. 
Ostrander & Co., W. R. 
Overbagh & Ayres Mfg. -Co. 


SIGNALS, FACTORY AND OFFICE 
Stanley & Patterson. 


SIGNS, EXIT 
Sprague Elec. Wks. 


SLATE 
Mutual Elec. & Mach. Co. 


SOCKETS AND RECEPTACLES 
Appleton Eke. Ce. 
Arrow Electric Co. 
Crouse-Hinds Co. 
Cutler-Hammer Mfg. Co. 
Cutter Co., Geo. 
Freeman Electric Co., E. H. 
General Elec. Co. 
Hubbell, Inc., Harvey. 
Johns-Manville, Inc. 
National Metal ~~ T Co. 
Ostrander & Co., . 
Pass & Seymour, 4 
Sears, H. D. 
Stanley & Patterson. 
Trumbull Electric Co., Inc. 
V. V. Fittings Co. 
SOLDERLESS CONNECTORS 
Frankel Connector Co. 
SOLDERING COMPOUNDS 
Benson Co., Alex. R. 
Westinghouse Elec. & Mfg. Co. 


STARTERS, MOTOR 
Cutler-Hammer Mfg. Co. 
Genera! Elec. Co. 

STERILIZERS, WATER, ELECTRIC 
Sprague Elec. 

STOVES, DISC 


Landers, Frary & Clark. 
Westinghouse Elee. & Mfg. Co. 


ENAM- 


STRAPS AND CLAMPS, CONDUIT 
Fralick & Co., S. R. 


SUPPLIES, ELECTRICAL 
Adam Electric Co., Frank. 
Electric Appliance Co. 
Fullerton, F. W. L. 
Ostrander & Co., W. R. 
Stanley & Patterson. 
Western Electric Co. 


SWITCHBOARDS, LIGHT AND POWER 
Adam Electric Co., nk. 
Bryant Electric Co. 

Condit Electrical Mfg. Co. 
Crouse-Hinds Co. 

Cutter Co., Geo. 

General Elec. Co. 

Mutual Elec. & Mach. Co. 
Sprague Elec. Wks. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfz. 
Wurdack Elec. Mfg. Co. 


SWITCHES, BABY KNIFE 
Bryant Elec. Co. 
General Elec. Co. 
Mutual Elect. & Mach. Co. 
Trumbull Electric Mfg. Co. 


SWITCHES, BATTERY 
Hubbell, Inc., Harvey. 
Manhattan Elec’! comety Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins Co. 
Trumbull Electric Mfg. Co. 


SWITCHES, DISCONNECTING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, FIXTURE 
Hubbell, Inc., Harvey. 
Mutual Elect. & Mach. Co. 
Pass & Seymour, Inc. 


SWITCHES. KNIFE 
Adam Elec. Co., Frank. 
Crouse-Hinds Co 
General Elec. Co. 
Hart Mfg. Co. 
Mutual Elect. & Mach. Co. 
Trumbull Elec. Mfg. Co. 
Vv. V. Fittings Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, SAFETY 
Adam Elec. Co., Frank. 
Crouse-Hinds Co. 
General Elec. Co. 
Johns-Manville, Inc. 
Mutual Elec. & Mach. Co. 
Trumbull Elec. Mfg. Co. 
Vv. V. Fittings Co. 


SWITCHES, SNAP 
Arrow Electric Co. 
Connecticut Tel. & Elec. Co. 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 
Hart Mfg. Co. 
Hubbell, Inc., Harvey. 
Mutual Elect. & Mach. Co. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SWITCHES, TIME, AUTOMATIC 
General Elec. Co. 


SWITCHES, VOLTMETER 
Frank Adam Electric Co. 
Condit Electrical Mfg. Co. 
Crouse-Hinds Co. 

Trumbull Elec. Mfg. Co. 


TAPE, INSULATING 
Bishop Gutta-Percha Co. 
Clifton Mfg. Co. 
General Elec. Co. 
Johns-Manville, Inc. 
N. Y. Insulated Wire Co. 
Westinghouse Elec. & Mfg. Co. 


TAPS, CURRENT 
Hubbell, Inc., Harvey. 


TELEGRAPH INSTRUMENTS 
Western Electric Co. 


TELEPHONES, LIMOUSINE 
Western Electric Co. 


TELEPHONES 
Connecticut Tel. & Elec. Ce. 
Stanley & Patterson 
Western Elec. Co. 


TERMINALS, CABLE 
Mutual Elec. & Mach. 
Standard Underground Cable Co. 


TERMINALS, TELEPHONE 
Standard Underground Cable Ce. 
Western Elec. b 


eee UNDERGROUND 
Dossert & Co. 
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TOASTERS 
Landers, Frary & Clark. 
Westinghouse Elec. & Mig. Co. 


TOOLS, BORING, ELECTRICIAN'S 
Electric Appliance Co. 
Stanley & Patterson. 


TOOLS, a TRUING 
General Elec. Co. 


TOOLS, PORTABLE, HAND 
General Elec. Co. 


TRANSFORMERS 
Connecticut Tel. & Elec. Ceo. 
General Elec. Co. 
Westinghouse Elec. & Mig. Ce. 


URNS, ELECTRIC 
Landers, Frary & Clark. 


VULCANIZERS, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


WARMERS, FOOT AND RUG 
Westinghouse Elec. & Mfg. Co. 


- WASHERS, CLOTHES 


Federal Sign System (Electric). 
Western Elec. Co. 


WASHERS, DISH 
Western Elec. Co. 

WELDING MACHINES, ELECTRIC 
General Electric Co 
Westinghouse Electric & Mfg. Co. 


WIRE, ANNUNCIATOR AND OFFICE 
American Steel & Wire Ce. 
General Elec. Pa 
Hazard Mfg. Co. 

Standard Underground Cable Co. 


WIRE, ARMORED CABLE 
Hazard Mfg. Company. 
National Metal Molding Co. 
Sprague Elec. Wks. 


WIRE, AUTOMOBILE 
Belden Mfg. Co. 
General Elec. Co. 
Indiana Rubber & Ins. Wire Ce. 
N. Y. Ins. Wire Co. 
Rome Wire Co. 
Safety Ins. Wire & Cable Co. 


WIRE, BARE COPPER 
Hazard Mig. Company. 
Rome Wire Co. 
Standard Underground Cable Ce. 


WIRE, FUSE 
Appleton Electric Co. 
Chicago Fuse Mfg. Co. 
General Elec. Co. 


WIRE, GALVANIZED STRAND 
Hazard Mfg. Company. 


WIRE, IRON 
American Steel & Wire Co. 


WIRE, LEAD ENCASED 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Ce. 
Bishop Gutta-Percha Co. 
General Electric Co. 

Habirshaw Elec. Cable Co. 
Hazard Mfg. Co. 

Indiana Rubber & Ins. Wire Ce. 
N. Y. Insulated Wire Co. 
Standard Underground Cable Co. 
Western Elec. Co. 


WIRE, MAGNET 
American Steel & Wire Co. 
Ansonia Electrical Co. 
Belden Mfg. Co. 
General Electric Co. 
Hazard Mfg. Co. 
Rome Wire Co. 
Standard Underground Cable Ce. 
Western Electric Co. 


WIRE, RUBBER COVERED 
A. A. Wire Co. 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Ce. 
Belden Mfg. Co. 
Bishop Gutta-Percha Co. 
Boston Ins. Wire & Cable Co. 
Detroit Insulated Wire Co. 
General Electric Co. 
Habirshaw Elec. Cable Co. 
Hazard Mfg. Company. 
Indiana Rubber & Ins. Wire Ce. 
N. Y. Insulated Wire Co. 
Rome Wire Co. 
Standard Underground Cable Co. 
Western Elec. Co. 


WIRE, TELEPHONE 
A. A. Wire Co. 
Belden Mfg. Co. 
Rome Wire Co. 
Western Electric Co. 


WIRE, WEATHERPROOF 
American Steel & Wire Ce. 
Ansonia Electrical Co. 
General Electrie Co. 
Hazard Mfg. Co. 

Reme Wire Co. 
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AJAX 
PLURAL SOCKET PLUG 


The latest improvement. Nothing desir- 
able forgotten. 


No. 22 No. 33 
$1.00 List $1.25 List 
More Shipments 
Popular Now 
Than Being 
Ever Made 





No. 22 No. 33 
Double Socket Triple Socket 


Heat resisting composition. 
Leaves lamp in original position. 


Allows use of regular W. P. Socket Shade 
Holder. 


Ajax Electric Specialty Co., Mfrs. 
St. Louis, Mo. 


District Sales Representatives: 
A. HALL BERRY, UNITED SUPPLY CO., 


71-73 Murray St., New York 529 S. Erray St., Dallas 
WALTER EHMAN, H. oa HIBBARD, INC., 
421 Hall Bldg., Kansas City E. & Bldg. Denver 




















Aitenien Weighted 
Desk Push 


Round Rectangular 





Rectangular with Name Plate 
MAHOGANY OR OAK FINISH 


Your Jobber has them 


DISTRIBUTING AGENCIES: 


Sharkey & Stivers, 2 Columbus Circle, New York 
City; S. H. Stover Co., Chamber of Commerce, 
Pittsburgh, Pa.; J. T. Pearson, Dime Savings Bank 
Bldg., Detroit, Mich.; White & Converse, Met. 
Life Bldg. Minneapelis, Minn.; A. D. Fishel Co.,, 
Illuminating Bldg., Cleveland, O.; A. F. Douglas, 
104 Prefontaine Pl., Seattle, Wash. 





MINERALLAC FLECTRIC COMPANY 


1045 Washington Blv’d. Chicago, Ill. 




















To sell an appliance which is Nationally 
known. 


To sell the Premier Vacuum Cleaner for 
this very reason. 


To sell them now for the Fall Heuse- 
cleaning. 


A cleaner which is known to the prospect is 
half sold—therefore The Premier 


THE PHILADELPHIA ELECTRIC 


COMPANY SUPPLY DEPT. 
130-132 South Eleventh Street 
Philadelphia 


72> -Besure this 


A “Hygrade Triangle 


2 --- “\, : demark -always 
White bulb-~ p ae ny ll 
looks like a wre 

china egg. 








No tip - 
hard to eat 


|* | ee 








Advise the scft, a1 tistic licht of the 


WHITE Hygrade 
| 





‘tipless __GAS@ FILLED 
for Reading Lamps—Living Rooms 
—Nurseries—Sewing Rooms. 


For workers on polished surfaces, 
Hospitals, Churches, Canopies, Mar- 
quess Show Windows, Show Cases, 
Hotels, Schools and Motion Picture 
Houses. 
For any place where glareless light is 
needed. 


HYGRADE LAMP CO 


GENERAL OFFICE 
AND FACTORY SALEM MASs 
The Hygrade Lamp Company makes a complete line of 183 


types and sizes of large style tungsten lamps. 





ELECTRIC 


Take it with you 
on every job 
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The only logical place 
to cut, thread and bend 
pipe or conduit, is on 
the job. 


Often times there is 
no place to attach your 
vise and a trip back to 
the shop is necessary. 


All this waste of 
time can be eliminated 
by the use of 


The Martin Vise Stand and Pipe Bender 


This device consists of a stand made 
of No. 16 sheet iron, with detach- 
able legs, made of % inch pipe. 
When the stand is set up, the legs 
slip into the sockets. On the front 
end is a vise, which holds the pipe 
for cutting or threading. Two dif- 
ferent styles of vise can be fur- 
nished; the hinge vise or the chain 
vise. 


On the rear end is a heavy casting 
by which pipe or conduit from % 
to % inch in diameter can be bent. 
The pipe positively will not kink. 
The rear legs on the stand are at 
an angle so that great pressure may 
be exerted down on the pipe with- 
out tilting or upsetting the stand. 
Requires no bolts, screws or fasten- 
ing to hold it down. Weighs but 
45 lbs., and easily carried from job 
to job. 


Write for descriptive circular and prices. 


ELECTRIC APPLIANCE COMPANY 


CHICAGO DALLAS 


SAN FRANCISCO 


NEW ORLEANS 
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Electricity 
has become 


supreme among 


Heating 
Methods 


It has solved heating 
problems of diverse 
kinds for manufac- 
aS turers of various 
y commodities. 











Because of their simple construction, electric heating 
devices require no elaborate mechanism. The heat con- 
tro] and saving in floor space are features possessed by no 
other devices. Electric Industrial Heating Installations 
require fewer employees for efficient operation. 


Phone Randolph 1280, Local 168, or write Industrial 
Heating Division, Contract Department, 


Commonwealth Edison Company 
Edison Building, 72 West Adams Street, Chicago 





























Target Drop. 
Annunciator 


Needle Elevator 
Annunciator 


Wood Box ° Bell 


Skeleton Bell 


Gravity Drop 
Annunciator 
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THE NEW CEEX fee ADJUSTABLE 


GROUND CLAMP 





Conforming to all the code requirements, tinned finish, listed with approved fittings. 
Made of the new size copper. Note how the wire is held. Even with a poor soldered 
joint a good connection is made. 








mane ———_— = ‘8g 
: : Price Unit Standard £p 
No. Size Pipe Each Package Package >A Co 
61 3-8'to 1 20c 50 200 $8 ent 
62 3-8 to 2 25¢ 50 200 Sc <ct 
Patent Pending 63 3-8 to 3 30c 50 200 2° \ 








When 


you want a man, or want a job, or want 
to buy or sell special electrical equip- 
ment, consult the MARKET PLACE 


page in this issue. 








You SHOULD Use 
Universal Estimate 


Sheets 


They Simplify 
Your Estimating 


SUPPLIED BY 
NATIONAL ASSOCIATION OF CONTRACTORS 
AND DEALERS 


15 West 37th Street, New York 

















@Safety Panel Boards 
and Cabinets are in 
use in the Arcade 
Building, St. Louis’ 
newest office struc- 
ture. F. A. service 
helped on this job. 


® 


Safety 
Panel Boards and Cabinets 


are thoroughly accessible—eagy to install. And 
F. A. service puts them on the job a day or two 
before you need them. 

Write for bulletin C. D. giving full information. 





rank otdam Electric Co. 


GENERAL OFFICES: ST LOUIS, MO., U. S. A. 


| Branches: Detroit Minneapolis Cincinnati Dallas 
Kansas City New Orleans Chicago 
Manujacturers of A. C. and D. C. Knife Switches, Panel Boards 


and Cabinets. Major Thect-e Equipment, Fan Hanger Outlets 
and Fleor Outlet Boxes. 




















Emerson 
Motors 


For Alternating and 
Direct Currents 





2 Horsepower and Smaller 


There is an Emerson motor for every small 
power need. 


The material and workmanship of every 
Emerson motor meet the most exacting require- 
ments of long, steady, service. 


Emerson motor users are satisfied motor 


users. It will pay you to specify them. 


Carried in New York and St. Louis stocks, 
and by fifty jobbers. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
Eastern Office: 50 Church St., New York City. 
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On the Bottom 


20 to 40 Per Cent Reduction 
Trumbull Safety Switches 


Trumbull Safety Switches are available at prices almost as low 


as in 1916. 


Industrial plants have been holding off on needed new construc- 
tion and very necessary revamping of old installations. The terror 
of a shrinking equipment inventory and a reluctance to buy for 
permanent improvement on a falling market has made every one 


scrape bottom. We know it. 


With these new prices on Trumbull Safety Switches we are on 
the bottom. The industrial plants need the equipment; have the 
time to do the job now; are sold on the idea of safety switches; 
are sold on the Trumbull Safety Switch in particular; have the 
money to make the purchase if convinced of one thing—that the 


price is right. 











The box cannot be opened 
until the switch is in the 
“off” position. 


The switch cannot be closed 
until the cover is down. 


By the use of a shield every 





live part may be covered. 











Not merely a box for a_ service 
switch and cut-out. It is an exter- 
nally operated, metal-housed, safety 
switch, electrically. and mechanically 
of the highest order, complete in 
every detail. 





The price is right. You never could 
buy at any time heretofore and you 
cannot buy now anywhere else so 
much merit in equipment and so sat- 
isfactory a result in service for the 
prices quoted. And it’s mighty doubt- 
ful if you'll be able to do it on this 
basis long. From here we go up. 

Here is the big opportunity to spread 
full sail and make the most out of 
the trade winds now setting in. We'll 
be glad to tell you more about it. 
Write for full information today. 


Made From Armco Ingot Iron 








THE TRUMBULL ELECTRIC 
MANUFACTURING CO. 


PLAINVILLE, CONN. 
SAN FRANCISCO CHICAGO BOSTON 
595 Mission St. 40 S. Clinton St. PHILADELPHIA 


NEW YORK 
114 Liberty St. 
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